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Let our “Revenue Men” show you 


THE MEANING OF 


Take a man like 
Billi Chew... 


Bill is one of our “Revenue Men” in 
Johnstown, N. Y. 


A member of the Golden Directory 
Club for sales achievement, he is 
representative of the ‘Revenue Men” 
who help telephone companies in- 
crease their revenue from directory 
sales. 


Bill started work with the General 
Telephone Directory Company as a 
sales representative in Herrin, Ill., in 
1953. In 1957 he was promoted to 
sales supervisor and transferred to his 
current post in Johnstown, N. Y. 


He and his wife and their three daugh- 
ters and one son now live there, where 
Bill, a semipro baseball player for ten 
years, manages a home-town boys’ 
baseball team. He is also on the Board 
of Deacons of his church, as well as 
being a Sunday School teacher. 


Bill Chew is another example of the 
“Revenue Men” who work for the 
General Telephone Directory Com- 
pany—who work for you, and who are 
an asset to any community in which 
they live. 





GENERAL TELEPHONE 





DIRECTORY 
COOPERATION! 


You get more than extra sales when you put one 
of our “Revenue Men” to work on your directory. 


His manners, his methods will be a positive credit 
to your company. He’ll be welcomed by your 
advertisers. 

He’ll work together with you to produce a book 
you can be proud of. A directory with complete 
Yellow Pages service—showing the public where 
to go for all kinds of purchases, rentals and serv- 
ices. A directory with maximum accuracy, maxi- 
mum revenue. 

And you won’t have a worry in the world. Selling, 
publishing and printing are all done to perfection 
as part of our Complete Directory Service Plan. 


Want to know more about it? A phone call or 
letter to our nearest office will bring a representa- 
tive on the double. 


DIRECTORY COMPANY 


1800 Oakton Boulevard 
Des Plaines, Ill. 
VAnderbilt 4-2164 





Find It Fast 
In The 


Yellow Pages 





DIVISION OFFICES: Bloomington, Ill. 
Columbia, Mo. « Durham, N.C. e¢ Erie, Pa. « Fort Wayne, Ind. 
Honolulu, H.I. « Lexington, Ky. « Long Beach, Calif. * Madison, Wis. 
Manila, P.I.« San Angelo, Tex. * San Francisco, Calif.* Spokane, Wash. 











NEW ACME VISIBLE ROTARY 
brings line or trouble card data 
to users with pushbutton speed! 


Without moving from their desks around a smartly 
modern Acme Visible Rotary, 1, 6, 12 or more users have 
instant access to as many as 250,000 records. No more 
waste steps between desks and files. No more reaching 
or stretching. Per hour output goes up, fatigue errors go 
sharply down. Send coupon for details on power and 
manual Rotaries, designed to telephone specifications by 
Acme Visible engineers working closely with telephone 
operations experts. 


Vielsiemelhsat son. 1EN SHE STAYS PUT 


V-ANGLE LINECARDTRAY. Usable 
from either end. Flips open at any 
card, and stays open with supported 
V-Angle, leaving both hands free. 
Measured space control keeps 
space ready for refiling when card 
is removed or changed. 


ADJUSTABLE PARTITIONS IN LINE 
CARD TUBS are moveable. In event 
size of your line records is changed 
in the future, partitioning is easily 
shifted to fit your new requirements. 


yNaet Vie VISIBLE 


World’s Largest Exclusive Makers of Visible Record Systems 
ACME VISIBLE RECORDS, Inc. 4102 West Allview Dr., Crozet, Va. 

Without cost or obligation, please send more information about your new equipment and systems 
for handling phone records. And'let me have the address of the nearest representative in your 
nationwide sales and service organization. 


We have_________ine cards and________cable and terminal records to handle. 
a  ———— 
Company. 


EE State. 
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Meets toll standards 
at low cost! 


Kelloge’s NEW K-24 
SHORT HAUL cable carrier 











| oe new K-24 short haul cable carrier meets toll standards at low cost 

through using transistors and printed wiring. Availability of regulating repeaters assure 
uniform transmission. Frequency staggering and novel circuits result in low noise and 
good performance. 


Here are some reasons why the K-24 belongs in your modernization and growth programs: 


The K-24 has been specifically designed for economical application 
between 5 and 20 miles. 

Test installations throughout the country under service conditions 
prove the efficiency, high quality and economy of K-24 systems. 

The K-24 can increase the capacity of existing cable manyfold, 
deferring substantial investment for new cable, conduit or pole 
lines to care for trunk circuit growth. 


Kellogg’s K-24 incorporates the most modern principles of electronic design. It is 
completely transistorized, assuring a long trouble-free life. Units are of plug-in, 
modular construction for ease of replacement, expansion, or modification of 

the initial installation. 


The K-24 is miniaturized and compact: it takes up 3114” ona 
19” rack; 96 channels may be mounted in a single 11-foot bay. 
A wide range of signalling options for most exchange 
applications, including that used between panel and crossbar 
offices, can be provided with the K-24. 

For complete technical details on this latest achievement of 


Kellogg-ITT research, write Kellogg’s Carrier Division at 
2912 Wake Forest Road, Raleigh, North Carolina. 
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Are you operating a 
telephone company 
or an antique shop? 


Remember the “old” telephones? Where do you see them today? 
In antique shops! They are collectors items—museum pieces— 
nostalgia nudgers! ae 


And what about the telephones you’re buying today? If you're 
buying Ericofons, you’re getting the only modern telephone on the 
market. If you're still buying old-fashioned two-piece phones, you're 
buying “built-in obsolescence’’—it’s only a mattér of time now 
before these phones, too, become ‘‘antiques,’’ museum pieces. The 
Ericofon will still be modern long after “today’s” phones are only 
memories! 


ry 


” 


Next time you buy telephones, stop and think—think hard—do 
you want to buy instruments that are already becoming obsolete? 


When you order telephones, order Ericofons—the only modern 
instruments in the world today—and available only from 


THE DYNAMIC FORCE IN THE. TELEPHONE INDUSTRY 


NORTH ELECTRIC COMPANY 


Galion, Ohio 
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more QUALITY 
than meets the eye... 











Colors of insulation 


on conductors in 


SUPERIOR 
Telephone CABLES 


are electrically balanced 


High molecular weight polyethylene insulation is fac- 
torv-compounded to guarantee uniform electrical char- 


acteristics between each color in the code 
Electrical balance between all color-coded conductors 


.. proof that you get more quality than meets the eye 


when you buy SUPERIOR CABLES! 


For complete information, write 


SUPERIOR CABLE 


SUPERIOR CABLE CORPORATION, HICKORY, NORTH CAROLINA 4487 
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Unaffected by 
12 years of 


Rugged Service 





Still in service after more than twelve years... 
that’s the exceptional record of WB 

Reinforced TELEPRENE Drop Wire. . . and 
there’s only one reason . . . quality. By cutting 
drop wire replacement to the bone with 
Reinforced TELEPRENE, Whitney Blake 

has proved that even if you could get drop wire 
for nothing, unless it stands up as long as 

WB TELEPRENE, service calls and replacements 


would cost you more. 
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MINNESOTA Tel. Assoc., St. 
Paul Hotel, St. Paul, Minne- 
sota, Feb. 7-10. 


LOUISIANA Tel. Assoc., Jung 
Hotel, New Orleans, La., 
Feb. 24-25. 


KENTUCKY Tel. Assoc., Phoe- 
nix Hotel, Lexington, Ky., 
March 1. 


TEXAS Tel. Assoc., Baker Ho- 
tel, Dallas, Texas, March 
7-8. 


OHIO Tel. Assoc., Deshler Hil- 
ton Hotel, Columbus, Ohio, 
March 28-30. 


IOWA Tel. Assoc., Ft. Des 
Moines Hotel, Des Moines, 
lowa, April 5-6. 


NEBRASKA Tel. Assoc., Hotel 
Not Announced. Omaha, 
Nebraska, April 19-20. 


INDIANA Tel. Assoc., Clay- 
pool Hotel, Indianapolis, 
Indiana, May 4-5. 


WISCONSIN Tel. Assoc., 
Plankinton House, Milwau- 
kee, Wisc., May 10-11. 


ILLINOIS Tel. Assoc., Abra- 
ham Lincoln Hotel, Spring- 
field, Ill., May 19-20. 


KANSAS-MISSOURI, Tel. As- 

sociations, Town House, 
Kansas City, Kans., May 
23-24. 


PENNSYLVANIA Tel. Assoc., 
Bedford Springs Hotel, Bed- 
ford Springs, Pa., June 6-7. 


CALIFORNIA Tel. Assoc., Fair- 
mont Hotel, San Francisco, 
Calif., June 8-10. 


WASHINGTON-OREGON Tel. 
Associations, Sheraton 
Portland Hotel, Portland, 
Ore., June 16-17. 


NEW YORK Tel. Assoc., Scar- 
oon Manor, Schroon Lake, 
N. Y., June 20-22. 


MICHIGAN Tel. Assoc., Grand 
Hotel, Mackinac Island, 
Mich., Sept. 12-13. 


NATIONAL CONVENTION, 
Conrad Hilton Hotel, Chi- 
cago, Ill., Oct. 9-12. 
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»-»-- over 4000 PUREGAS INSTALLATIONS 
INSTALLATIONS BB) 0) :-a8 UJ 3 


now protect TELEPHONE CABLES IN FOREIGN 
from MOISTURE! COUNTRIES 






729 
INSTALLATIONS 


INSTALLATIONS 


318 
INSTALLATIONS 






oe 







INSTALLATIONS 


. 


HAWAIIAN 
ISLANDS 





27 
INSTALLATIONS 











The PUREGAS method (refrigeration) | 
of delivering dry air to cables under | 
pressure is proving very successful and 





@ whenever PUREGAS Equipment is 
ALASKA 


G 
installed, maintenance costs are reduced 
and subscriber service increased. 


Thousands of telephone subscribers throughout the world now 
receive better service because of cable pressurization and the 
savings that accrue to telephone companies, by eliminating cable 
moisture, make a PUREGAS system quickly self-liquidating. 


This equipment is easy to install, economical to operate and 
the PUREGAS line now includes three Models, the No. 750, 
No. 1500 and No. 5000, to accommodate any size operation. 


PUREGAS is worldwide and their experience is 
proving invaluable to those who ask about it. 
—Why don’t you? | § 


Send for Bulletin 110 on Pressurizing and ask 
for specification sheets on any or all models. 


PUREGAS EQUIPMENT CORP. 
578 OAK STREET 
(on O) 20-0 C1 Os eum Geen ee, ee 
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ENERAL CABLE from AE... 


warehouses: 
2915 Moore St. 2360 N. W. Quimby St. 158 Corliss Avenue 2021 Main St. 
Richmond 21, Va. Portland 10, Ore. Johnson City, N. Y. Kansas City 8, Mo. 
CApital 3-7244 SWarthmore 7-8507 HArrison 1-7575 


Northlake, 
Illinois 
Fillmore 5-7111 Elgin 8-9280 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 








Revenue immediately increased 51 per 
cent at this booth m Platea, Pa., when 
General Telephone replaced the old style 
unit with an Alcoa outdoor installation, 
proving that customers definitely prefer 
aluminum’s brighter, cleaner appearance. 


“REVENUE OFTEN INCREASES 50% OR MORE 
WHEN WE SWITCH TO ALCOA BOOTHS,” 


Reports T. J. Schultz, General Commercial Manager, General Telephone Company of Pennsylvania 


“Since 1955 we have purchased 177 Alcoa outdoor 
booths and every one of them has more than paid its 
way in increased revenue, lower maintenance expense 
and reduced vandalism damage,” says Mr. Schultz. 

“An example of the way booths of Alcoa Aluminum 
boost revenue is this installation in Platea, Pa. Ever 
since we switched from an old style booth to an alumi- 
num unit and moved the installation a few feet closer 
to the highway, revenue has shown an average increase 
of 51 per cent a month. 

“Upkeep costs have also gone down since we started 
installing aluminum booths. Because they are corrosion 
resistant, occasional washing and sweeping is all that 





Maintenance costs went down for General Telephone 
of Pennsylvania when it began using outdoor booths 
of Alcoa® Aluminum. Occasional sweeping and wash- 
ing with soap and water is all that is needed to keep 
them smart and new looking. 


Your Guide to the Best in Aluminum Value 


For exciting drama watch “Alcoa Presents’’ every Tuesday, ABC-TV, and the Emmy 


is needed to keep them clean and attractive. And 
vandalism, too, has been greatly reduced . . . thanks to 
the excellent lighting and sturdy construction of Alcoa 
booths.” 

Like many other companies, General Telephone of 
Pennsylvania has found Alcoa outdoor booths a sound 
investment and a sure road to an immediate increase in 
revenue. Why not find out how Alcoa booths can do the 
same for you? Write for free brochure and ask your 
jobber to show you the Alcoa Goodwill Kit—the free 
promotional package to help you merchandise the new 
booth to your customers. Aluminum Company of 
America, 1721-B Alcoa Building, Pittsburgh 19, Pa. 





“People like the lighting in Alcoa booths,” says Mr. Schultz. 
“Excellent lighting and sturdy construction give a feeling of 
safety at night!” 







ALUMINUM 


ALUMINUM COMPANY OF AMERICA 


Award winning “Alcoa Theatre’’ alternate Mondays, NBC-TV 
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‘“‘THERE IS NOTHING FINER THAN A STROMBERG-CARLSON'’ 


Costs 
20 down 


as Stromberg-Carlson 


repeaters go up 


On trunks and long lines, 100°. transistorized 
541" negative impedance repeaters 
assure Maximum transmission quality ... at low cost. 
On existing installations 
you can often meet DDD requirements without replacing cable. 
In new installations you can get extra savings by 
using smaller gauge cable or wire. 
On circuits with high transmission loss, Stromberg-Carlson’s 
‘551” hybrid-type repeaters can provide the gain you need 
to achieve toll standards. Initial cost is low; centralized 
maintenance means additional economy in man-hours saved. 
For in-use proof of savings in actual db per dollar, contact 
the Stromberg-Carlson representative in your area now. 
In Atlanta call TRinity 5-7467; in Chicago STate 2-4235:; 
in Kansas City HArrison 1-6618; in Rochester HUbbard 2-2200; 


in San Francisco OXford 7-3630. 


STROMBERG -CARLSON 
a oivision ofr GENERAL DYNAMICS 


V 
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WHITNEY BLAKE 


SELF SUPPORTING 


Multiple ° 
Drop 
Cable 


Where multiple drops are required, 
WB Multiple Drop Cable does an 
outstanding job. The color coded 
polyethylene insulated conductors are 
twisted into pairs with length of lay 
systematically varied to minimize cross 
talk. An aluminum shield is used and 

a special WB black polyethylene jacket 
protects the whole from deterioration 
in any climate. WB Multiple Drop 
Cable is self supporting when used 
with spiral type deadends. 


WBE 
és t | A ‘WELL’ BUILT WIRES SINCE 1899 
\ WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 


ff 
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Censorship vs. America 
MXHE INTERNAL Revenue Service 


has tentatively ruled that money 


spent by a utility for advertising that 
opposes governmental competition is 
to be regarded as “lobbying,” and 


UAL AAABAANUALAMDEONEOMOSNAAAAGULL44 8000114 6110801 SONARSADAAMOAELOSUL 246 L44usAd4bNOEY 


therefore is not deductible as a busi- 
ness expense in Federal income tax 
returns. 

Apparently this happy idea will 
spread into the field of utility regu- 
lation. An official of the Oregon reg- 
ulatory commission, in a hearing on 
the Pacific Power & Light Company’s 
application for rate increases, has 
testified to the effect that more than 
half of the company’s advertisements, 


HAGA AMMNNAAANULAMAADEAA AANA (1000 C04LA40LA44URODRLALAOUGEALID 
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_ protesting against tax-free public 
ownership of utilities, are regarded 
as “political.” They are not to be 
allowed as legitimate expense to be 
charged to the ratepayers. 

Before long, this may be a vital 
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issue in our industry. The advocates 
of public ownership of telephones are 
not asleep. They are merely biding 


MOT TET 


their time; and when that time comes, 


OANA 


we may expect that any telephone 
company that attempts to defend its 
own existence will be similarly pen- 
alized. 

It is all a part of the philosophy 
that David Lawrence denounced in 
a recent editorial (U. S. News & 
_ World Report, 11-30-59) as “the 
seeking to 


; 
= 


pe) 





: totalitarian mind 





'impose state control over our 
thoughts and acts.” It ties in with 
the Post Office refusal to permit a 
Goya painting of a nude woman to 


Ten et 







ye sent through the mails. It fits 
into the same dangerous pattern as 
the recent order (subsequently can- 
celled), issued by some misguided 
zealot in the U S. Customs, to burn 
an imported copy of Petronius Ar- 
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biter’s Satyricon, a book that is on 
: the shelf of every well-stocked public 


uaeennetalt 


- library in the country. 

: Government officials who exercise 
: this sort of censorship probably have 
_ the support of what they choose to 
‘interpret as legal backing for their 
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actions. If so, the fault lies with the 
legislation. If there is to be any real 
meaning to the guaranties of liberty 
contained in the U S. Constitution, 
Congress and the state legislatures 
should purge our laws of anything 
that can be used by a federal or state 
official in opposition to the true 
spirit and meaning of that charter. 
As a preliminary exercise, every 
legislator should read, or re-read, 
George Orwell’s “1984”. The grave- 
yard of liberty that Orwell describes 
so vividly is merely a logical exten- 
sion of this sort of censorship. “Big 
down our 


Brother” is breathing 


necks! 
* * * 

Good Taste vs. Shoddy 

HE AMERICAN television indus- 

try, says Rabbi Maurice Eisen- 
drath, head of the Union of Ameri- 
can Hebrew Congregations, “has ex- 
alted the shoddy and beamed its 
message to morons.” 

Amen! However there are many 
exceptions to the Rabbi’s factual gen- 
erality. We have in mind one TV pro- 
gram that is consistently enjoyable 
and in good taste; and its commer- 
cials are neither unbearably long nor 
too silly. One turns to it eagerly, as 
a happy contrast to the stupid vul- 
garity of most television shows. It is 
the Bell Telephone Hour. 


* * * 
How Big Is Important? 
Ww WERE raving about the 
Grand Coulee in Washington, 
the biggest thing ever built by man, 


its 1] 
concrete and its enormous pumps and 


with million cubic yards of 
dynamos. “Mighty” and “Colossal” 
hardly gave us a good start; we ran 
out of adjectives. Then an engineer 
friend coldly reminded us that size 
means little in an assay of impor- 
tance. The Grand Coulee dam, he told 
us, will be outmoded by small atomic 
energy plants within a decade; and 
the little microdiodes — you can put 
more than 1000 of them in a thimble 

- are vastly more important to us 





L. A. GRITTEN’S “Industry Observa- 


tions” appear exclusively in ‘“Tele- 
phone Engineer & Management.” 


than all the hydroelectric dams put 
together. 
What then is truly of the greatest 


Ask the 


Committee on Contamination by Ex- 


importance ? eight-nation 
traterritorial Exploration. They may 
tell you that some tiny virus, not 
visible under our microscopes, whose 
existence is merely a supposition, may 
mean more to us than everything that 
man has learned or done since we 
first began to walk erect. The first 
men to land on another planet may 
wipe out any life existing there, with 
germs they take from here. More im- 
portant to us, they may wipe out all 
human life with the microorganisms 
they bring back with them. 
* * * 

Are The Gals Slipping? 

UR REMARKS about the numeri- 

cal superiority of the dominant 
sex in our industry aroused one hope- 
ful male. He informed us that while 
telephone women outnumber _ tele- 
phone men two to one and their num- 
ber is increasing, yet the number of 
men in the business is increasing still 
faster. 

That is true, but the day when the 
downtrodden male will catch up is 
still far in the future. The graphs of 
male and female employment. since 
1946, when projected, indicate that 
the sexes in Class A telephone com- 
panies should be numerically equal 
50,000 of 


1976. Unfortunately, women seldom 


about 


(about each) by 
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conform to anything so logical as a 
graph projection. Long before 1976 
they will contrive to reverse the trend 
and keep us under their thumbs. 


* * * 


Governmental Competition 
ERY SOON, you and a few other 
Americans will stare gloomily at 
Form 1040 and try to figure out how 
much you must contribute to the high 
cost of too much government. Add 
this to your resentments: 


700 U. S. 


Federal government corporate activi- 


There are more than 


ties. Many of them are in direct com- 
petition with private enterprises. 
They are not authorized by the U. S. 
Constitution. They pay neither taxes 
nor rent. They employ over one mil- 
lion people. They operate at a huge 
loss, estimated for the year 1959 at 
$19 billion. Every one of them could 
be run by private enterprise; and 
there is no excuse for them in a coun- 
try whose government purports to be 
opposed to socialism. 

Of course, not all of your tax 
money will go to finance this sort of 
state socialism at home. Some of it 
will be used for such hilarious wast- 
age as this: 

In Pakistan, 529 refrigerators, 666 
room air conditioners, and 650 stoves 
were purchased for the use of 475 
Americans in our foreign aid mis- 
sion. It is little wonder that President 
Eisenhower was welcomed with open 


arms. 
% - * 


We Settle For A Little 
E NOTICED a short span of 
wire, pulled very tight. “That’s 
too tight,” we commented. “No sag 
at all.” 

“Don’t display your ignorance,” 
said our engineer pal. “If there were 
no sag, the tensile strain would be 
infinite — and they haven’t yet made 
wire to take that much.” 

You can’t argue with technological 
omniscience, so we settled for a little 
sag, but not much. — Leslie A. Grit- 
ten. 
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THE MODEL “RC” 
DEHYDRATOR 


AUTOMATIC 
IN OPERATION 











The Model “RC” Dehydrator is designed to supply 
dry air to aerial and underground telephone cables. 
' It is especially suited for small installations of 80 
miles or less of cable. Wall or relay rack-mounted, 
the Model “RC” is approximately 24” high, 28” wide 
and 8” deep. Operating 115 volts, | 
phase, 60 cycle, and the. output is 700 standard 
cubic feet per day maximum, with a dewpoint of 







voltage is 






—65°F. Other outstanding features are: 








@ Mechanical control 
valve for stand-by air 
supply (O.P.N.) in 


@ Hi-Lo pressure switch 
for alarm 











© Humista! for alarm event of power failure 
above 4% Relative : 
Humidity. @ Additional safety fea- 
tures on Air Compres- 
@ Power failure relays car 
te fusta: : 
nee ee © Power supply is 115- 
@ By-Pass Valve & volt, AC on the De- 
Alarm for excessive hydrator and Air 


NEW MODEL “RC” 
cabinet mounted 
for further information, phone or write: 


S & G MANUFACTURING CORPORATION 
P. O. Box 1309 © New Orleans 10, La. @ JAckson 5-3142 


GENERAL MACHINE PRODUCTS COMPANY, INC. 


Old Lincoln Highway at Pa. Turnpike, Trevose, Pa. 


Relative Humidity. Compressor 








AERIAL TENTS 
CABLE BENDERS 
CABLE BLOCKS 
CABLE LASHERS 
COAXIAL CABLE TOOLS 
LASHING WIRE 
CLAMPS AND GRIPS 
PORTABLE & POWER 
REELS 





COMPOUND 


B, C, D, E, & G 
CABLE LASHERS 





SLACK PULLER 





Uo 
CABLE FEEDER 


Special Purpose Tools To Specifications — Catalog on Request 











Over 600 various items of Line Construction Tools, Maintenance 
& Pressure-Testing Equipment in stock for immediate shipment 



















Ralph F. Lucier Dies 
Following Heart Attack 
RALPH F. LUCIER, 66, vice pres- 
ident-telephone operations, for United 
Utilities, Inc., Kansas City. Mo.; pres- 
ident of United Telephone Co. of In- 
diana, Inc. and Ohio Telephone Serv- 
ice Co., died at St. Joseph’s Hospital, 





RALPH F. LUCIER 


Fort Wayne, Ind., on January 13. He 
had been admitted to the hospital on 
January 3 after suffering a heart at- 
tack at his home in Warsaw, Ind. 

Kans., Mr. 


Lucier moved to Abilene as a young 


Born at Concordia. 
boy. He was a lifelone friend and 
schoolmate of President Dwight Eis- 
enhower. After graduating from high 
school at Abilene. he attended Kansas 
State College at Manhattan, Kans. 

Mr. Lucier served as an Infantry 
Captain during World War [ and 
was present at the first meeting in 
Paris, France. for the founding of the 
American Legion. During the years 
that followed. he was an active mem- 
ber and ardent supporter of the 
Legion and its activities. 

In 1921 he made his first contact 
with the telephone business when he 
was employed by the old United Tele- 
phone Co. of Kansas (now part of 
Bell) as 


representative, where he 


Southwestern commercial 
served as 
local manager and district manager. 
During the 11 years he was connected 
with United of Kansas. he engaged 
in special work on rates and tariffs 


and brought about the consolidation 


18 YOUR FEBRUARY 1, 1960 TELEPHONE ENGINEER & MANAGEMENT 





He an 


My 





No. 17 ratchet wrench 


Designed specifically for 
splice cases and splice case 
terminals. Handle length 
(33%4”) limits the torque 
that can be applied to 
clamping bolts. Strongly 
recommended for use on all 
splice case installations. 


: 


A Symbol of Integrity Since 1909 





Now... | 
“X” branch splice cases 


Branch outlets on both ends 


Type “X” splice cases and terminals are here, making 
a total of forty-two different catalog numbers in the 
line of Reliable splice cases and splice case terminals. 
Now you can straight splice, ““Y” splice and “X”’ splice. 
The new type offers all the advantages of the standard 
models plus branch outlets on both ends of the case. 

Both Protected and Unprotected “‘X” type splice 
case terminals are available for 6, 11 and 16 pair—or, 
two units can be used together for 12, 17, 22, 27 and 
32 pair terminals. Cable size — 1” to 1.6” O.D., with 
Adapter available for .3” to 1”. 

Installation Specification No. 104 describes installa- 
tion procedures for splice cases and splice case term- 
inals. Send for yours today. 


COMPANY 
Franklin Park, Ilinois 
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... spot fast cables or 





cable ruptures with 


DAH L Air Rate Indicators 





AT7684X% 

Standard 

Practices 
Number 





CALL OR WRITE FOR CATALOG T-1 
CLIFFORD 3-9500 
86 TUPELO STREET, BRISTOL, RHODE ISLAND 


Specifically designed for Bell 
Telephone Laboratories, Incorpo- 
rated to include: 


. Single-tube design for full scale 


reading — no hidden cost for extra 
parts 


. Metal Support Columns to protect 


glass tubes from accidental 
breakage 


Integral Packless valve with indicat- 
ing handle 


. Integral Header design 


. Complete with Pressure test valve 


and cap (AT 6419) — factory 
tested 


All metal connections — 1%” IPS 


Tried and proven in all 50 states, 
Dahl Air Rate Indicators have been 
off-the-shelf items since 1956. 


Air Rate Manifolds also available 


eS <1 OP — ee D =) WT. 


DAHL 


1 aD BY. i I ie ee a > 


VALVES AND CONTROLS FOR COMMUNICATIONS, 


PROCESS, AIRCRAFT AND MARINE INDUSTRIES 





of several dual exchanges. 

In 1935 he accepted the position 
of vice president and general man- 
ager of the operating companies of 
United Utilities, Inc. in Indiana and 
Ohio with headquarters at Lafayette, 
Ind. In 1938 he was made president 
and general manager of United’s In- 
diana and Ohio properties. 

Mr. Lucier served with the Nation- 
al Production Authority’s Communi- 
cations Equipment Division (CED) 
from August, 1952 to February, 1953. 
He served CED as consultant and was 
later deputy director and finally di- 
rector of the claimant agency for the 
communications industry in the mo- 
bilization program. During his serv- 
ice period he added greatly to con- 
tributions of his predecessors in the 
claimant agency post in establishing 
recognition by mobilization planning 
officials of the essentiality of com- 
munications in the nation’s defense 
program. 

Among his accomplishments dur- 
ing his tenure with the agency were 
the modification of the NPA’s Order 
M-77, covering the communications 
industry, that resulted in elimination 
of much paper work for the industry, 
and the drafting of a definitive pro- 
gram establishing eligibility of firms 
in industry for certificates of neces- 
sity for rapid tax amortization. 

Extremely well known throughout 
the industry, he was a past president 
of the Independent Telephone Pioneer 
Association and had served as a 
member of the board of directors of 
United Utilities, Inc.; United Tele- 
phone Co. of Indiana, Inc.; Ohio 
Telephone Service Co.; U. S. Inde- 
pendent Telephone Association, and 
the Indiana Telephone Association. 
He was also a member of the Ameri- 
can Legion, Knights of Columbus, 
Holy Name Society and Rotary In- 
ternational. 

Surviving is the widow, Ruby Nor- 
man Lucier, whom he married at 
Abilene, Kans., on August 10, 1917; 
a son, Philip J. of Rochester, N. Y.; 
a daughter, Mrs. John Stineman of 
Cincinnati; 19 grandchildren; four 
brothers and seven sisters. 

Services were held at the Sacred 
Heart Church, Warsaw, Ind., on Jan- 
uary 16. 
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COLLINS RADIO COMPANY 





NORTHEASTERN TELEPHONE CORPORATION 
ups toll revenues by more direct routing with 
Collins microwave. . . 


Collins system allows this Kentucky company to expand toll service. 
The system, expandable to 240 channels, now provides 18 toll 
channels between the company’s toll center at London, Kentucky, 
and its satellite exchanges at Mt. Vernon, Brodhead and Livingston, 
and six channels on to Science Hill, Kentucky. By relying entirely 
on its own facilities, Northeastern has gained a substantial increase 
in operational reliability. For information on a microwave-carrier 


system tailored to your individual 

requirements, contact Collins Radio COLL NS 
Company, Texas Sales Division, 

1930 Hi-Line Dr., 

Dallas 7, Texas. MICROWAVE AND 








DALLAS, TEXAS ° CEDAR RAPIDS, IOWA . BURBANK, CALIFORNIA 





a 


ATLANTA: TRINITY 5-7467; CHICAGO: STATE 2-4235; KANSAS CITY: HARRISON 1-6618; ROCHESTER: HUBBARD 2-2200; SAN FRANCISCO: OXForRD 7-36 30 


Personalized service pays off for you 


HARRY: “Chet, I have a_ problem. 


Harry. How can we be of service?” 





HARRY: “I need a tri-directional sign . . . a couple’of 
hundred splicing sleeves . . . and two beige wall 
telephones.” 


CHET: “No problem at all, Harry. I'll take care of it.” 


HARRY: “But Chet—I need this stuff ‘yesterday.’ I 
know it’s not much of an order, but can you rush it?” 


CHET: “I'll get it out this afternoon, special delivery.” 
HARRY: “Thanks a million, Chet. Sure appreciate it.” 


CHET: “Well, we appreciate getting your order. Every | 
single one is important to us, regardless of size.” 


HARRY: “How about that!” 


STROMBERG -CARLSON 
a vivision or GENERAL DYNAMICS 
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Maybe you can help me.” Y/ 
CHET: “That’s what I’m here for, f "i i} 
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—-- EDITORIAL———— 


povveccrvenns ceepeneononee OODOURONOUAEODOOUOOSEADAUOUADREEEUAUOAEOOUUOEEOUDUOLEROEOUUOUEERAAOUDORODAUTODAERAASODOOEEAAUOEEEOUOTOOROEEUDOODEOOOOALSOEEOUTORADOOEREROLEOOEREESAOOUEOUGATUOOEOOOUUOOEDERUOOEOEEDUMOEEEOSOODOERREEOOEEEDESDADODERROEOEDOEODEOOUDRDESUOIIORERROUOOOREEEOOOOOEORERDEOOOROODEOODOODOROEEOORROROCOO TES 


Il:-"Letter To A Telephone Subscriber” 


DEAR TELEPHONE SUBSCRIBER: — 

LAST year, along about this same time, we wrote you a letter. Briefly that letter 
referred to your telephone bill, and called your attention to one item shown as a separate 
amount from the regular charge — the 10% Wartime Excise Tax on local and long distance 
telephone service. 

Without mincing any words, we pointed out that you and other telephone users had 
been paying a tax enacted as a wartime measure of temporary duration month in and 
month out for nearly 14 years after the end of World War II, and we asked you to write 
your Congressman and your Senator and protest continuance of the 10% Wartime Excise 
Tax on telephone service. 

Your response was excellent. It was so good that Washington was swamped with 
letters from telephone users telling the legislators they did “not like the excise tax on 
telephone service.” 

Rightfully, the flood of mail from telephone users protesting the continuation of the 
tax is credited with bringing about a new law to terminate the excise tax on local telephone 
service on June 30, 1960. We agree that the telephone users of the U.S.A. did a magnificent 
job in 1959. But 1960 is another year and we are told by our Washington observers that 
telephone companies and the users of their services face a hard struggle this year when 
the termination date arrives. Knowing Washington, our prognosticators warn us that 
Congress can easily vote to extend the present excise tax rates for another year or more, 
just as it has been doing for several years on liquor, autos, and tobacco. 


Of course, we don’t want this extension of the excise tax on telephone service to come 
about anymore than you do. For a tax that was enacted to meet a temporary emergency, 
we believe it has performed its duty. It helped the nation meet its emergency and, in 
our opinion, the excise tax on telephone service should be gracefully and promptly retired 
to some Valhalla to join other tax measures that have served their country well. 


Our records tell us that only two home utility services have ever been the subject of 
a federal excise tax — telephone and electricity. The tax on electricity was imposed 
in 1941 when a federal tax was imposed for the first time on home telephone service. Yet, 
in 1951, despite the tremendous demand for federal revenue created by the war in Korea, 
the tax on electricity was described as excessively burdensome and promptly repealed — 
leaving the telephone tax as the only one remaining on the federal tax books applying 
to the four essential household utilities — water, gas, electricity and telephone. 

And it will surely remain, we believe, unless users of the nation’s 70,600,000 telephones 
immediately write their Congressmen and Senators and demand (1) that the June 30, 1960, 
expiration date for the excise tax on local telephone service be observed; and (2) that prompt 
legislative action be taken to end the excise tax on long distance and other telephone services. 

If each telephone user will follow that suggestion, we feel confident the mail ad- 
dressed to Washington, D. C. will grow in size and importance. And, based on last year’s 
results, we also believe the mail from telephone users will convince Congress that one 
of the best ways to put more money in the pockets of the voters back home is to completely 
eliminate all excise taxes on telephone services. 


P. S.: We hope your letter will be in the mail tonight. 
(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge provided the publication’s name and address are shown on the reprint, four 


copies of the reprint are filed with this publication, and publisher is advised of number 
of reprints made. This legend need not appear on the publication.) 
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Check your epee in the ordering sche 


Control Control 
16% GB700 GB600 caste: : : 
Each USI Multi-Frequency Ringer is a welcome answer to 
A pice = the problem of sabecriber satisfaction, The fect service begins 
iy ae — with important sniall components, Lond the USE Multi-Fre- 
uency Ringer. These patented high-impedance signalling 
ie poe ait WE Type “CT ringer. USI Ringore sre rosgedty soamnncted 
pe “C” ringer. ingers are ruggedly constri 
: iaceiemaaeatacaaaaed from the finest materials by leaders in the multi-frequen 
16 GB705 GB605 . ringer field and embody the best electrical and mechanical | 
30 GB706 GB606 features thus far developed. oS oS 
42 GB707 GB607 Laboratory life tests have proven repeatedly that these ringers 2 
54 GB708 GB608 .  .,0ffer-reliable service under full or marginal operating Voltages. 
66 GB709 GB609 A patented independent mechanical tuning and tapping system le 
insures superior subscriber-pleasing service. The subscriber- 
DECIMONIC . operated volume control, another USI feature for multi- 
frequency signalling, further reduces the need for costly ui 
20 GB710 GB610 service trips. : : b 
30 GB706 GB606 Send your request to USI for Catalog 600B (Multi-Frequency : 
40 GB711 GB611 Ringers) or Catalog 601A (Straight-Line Biases) today. 
| 50 GB703 GB603 Multi-Frequency ringers are available for five frequency selec- ” 
- G8712 GB612 tive ringing in’ the Harmonic, Synchromonic and Decimonic 
| ringing series. ‘ ar 





call or write-USI today. ; 

<cnc} UNITED STATES INSTRUMENT CORPORATION +|§— © 
ie ‘CHARLOTTESVILLE, VIRGINIA Er 
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“Try to speak, write and figure so you will not be misunderstood. Project that statement into the different 
departments of your company and you will have taken a long step toward good management.” 


Management's Top Trouble Maker 


By BILL CORMAN* 


COCUUCUUUUC CUCU UCU CELC CUCU UGUCUUCUCCULUCUCUUCUCUUUCCULUCCUCUCLUUL CCU CUUCUCUUUCEOCUCUOUCUCUUCUCUUCUCCUCLCCULUCCULULOUCUCCULLCLUCUCLLL LOLOL OL ELLOLOR LLL 


MISUNDERSTANDING is at the root of most problems, and 

misunderstanding based on words is the “tap root of the bunch.” 

Today you will speak a thousand words and write a few hundred 

more. Will some be misunderstood and provide the basis for a 
minor or major misunderstanding?? 


COCUCCUCUUCUCUCCUCLUCULCECUC UOC CCCUCUCCUCLOCULUCCUCUCUUCUCUCCUCUCCUCUECUCUCCUCUCLUCUCCUCLULUCUUCUCUULECUCUCULCUCLUUC UCU ULCUO LOLOL CUCU 


N EVERY facet of our lives, problems beset us, and 

on many occasions writers and speakers have pointed 
out that misunderstanding is at the root of most prob- 
lems. 

With that proposition, I agree, and I believe mis- 
understanding based on words is the tap root of the 
bunch. 

[ write one thing, and from the words, you read 
something else. The preacher uses some specific words 
and we hear what we want to hear, which likely is very 
different from what he intended. Not only does this sort 
of thing happen all the time. but people have different 
ideas of what a certain word means. 

In my own experience, a classic example involved my 
English landlady when I was in London in World War 


*Mr. Corman is manager, Southland Telephone Co., 


Atmore, Ala. 


Il. One afternoon she informed me that she “had been 
killing ants all day.” I inquired what she used, and she 
answered, “paraffine!” 

While I wondered whether she was hitting them on 
the head with it or melting it and pouring it in holes, she 
showed me some in a pint jar. I sniffed. It was what I 
had always known as kerosene, and a misunderstanding 


was resolved. 


Definition of Management 

HAT, of course, is an extreme example. A closer-to- 

home example is the word “management.” Most 
speakers recognize the pitfall of using such a word in 
a speech and try to get around the pit by defining the 
word. On occasion they do a fair job, but on many oc- 
casions they simply confuse the listener even more, 
because the words they use as definitives are in turn 
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misunderstood. For example, one of my favorite defin- 
itions of “management” is “control” of money and 
people. But if we were to let it go right there, perhaps 
by reading the words you would get a different idea of 
what I mean by “control of money” and “control of 
people.” 

Furthermore, such a process can go on — and on - 
and on. We use “control” to define “management.” 
Then we use “direction” to define “control.” Next comes 
“leadership” to define “direction.” Do you see what is 
happening? I have used a number of really good words, 
but we aren’t any closer to understanding each other - 
in this case, your understanding of what / think man- 


agement is — than when we started. 


“Word Users” 

HAT has all of this to do with you and with your 

telephone business? Just this: you are a constant 
user of written and spoken words. Maybe you never 
made a public speech in your life, and maybe you 
never have had one sentence of your own composition 
in print. But, on the average, you do speak a thous- 
sand words a day and write several hundred. Many of 
those words will surely be misunderstood, and will pro- 
vide the basis for at least some minor if not some major 
misunderstandings. 

People who write and people who make public 
speeches are aware of these facts, because they have 
run into so much misunderstanding of what they have 
written or said. But it has been a rather big surprise to 
me to find many people who don’t realize how easily 
they can be misunderstood or how easily they can 
misunderstand someone else. 

Here, I would like to interject another of my favorite 
definitions of management. “Management ts the avoid- 
ing of as many misunderstandings as possible, and the 
resolving of misunderstandings after they happen.” 

Both the “avoiding” and the “resolving” are impor- 
tant, but it is certainly true that the more we avoid, 
the less we will have to resolve, and while avoiding is 
not always easy, it is usually easier than resolving. The 
managerial emphasis, therefore, should be on the “avoid- 
ing” portion. 

Now, will I confuse you if I say that using study 
and forethought is the way to “avoid,” and that using 
simple courtesy is a good way to “resolve?” I will go 
out on a limb and guess | didn’t confuse you. Why? 
Because the words “study,” “forethought.” and “cour- 
tesy” will hold almost exactly the same connotations for 
you as they do for me. 

forethought, contemplation, getting the big picture, 
sifting the important from the unimportant all of 
these ideas have been advanced time and again as com- 
ponents of management. | hope they mean more to you 
now — having arrived at them by way of the “avoiding 
of misunderstanding” route — than they did before. 


**Misunderstanding” 
ND FROM here, we take the second step. If you 


agree with the general proposition that problems 





beset us all, many problems are the results of misunder- 


standing, and at least one important way to think of 
management is the avoiding of these misunderstandings, 
then | would like to have you peep over the next 
higher hill. 

We have said it is difficult to avoid being misunder- 
stood, and the implication in what has been said so 
far is that it is difficult to avoid being misunderstood 
even when we are trying desperately to be understood. 

Now visualize the situation when we add a very com- 
mon human ingredient — intentional deceit. If the 
situation was difficult before, it is now impossible. Un- 
intentional deceit often creeps in as a part of the mis- 
understanding we have been talking about. But inten- 
tional deceit has no place in any part of telephone busi- 
hess Management. 

Going back to Abe Lincoln, you are not going to fool 
very many people very long anyhow. And even if you 
do, the chances are that the main person you succeed 
in fooling will be yourself. If there is any manager more 
impotent and incapable than one who has fooled himself 
about his business, I can’t imagine who he would be. 

This deceit becomes even more confusing when we 
apply what we have been saying to figures instead of 
words. Actually, figures are short ways of writing long 
words, and figures fit into this picture just as words do. 
If anything, most people are even less suspicious of 
figures than they are of words. When figures are in- 
volved people are even less concerned about possible 
misinterpretation of the facts. 

I suppose this is because most people think of figures 
in terms of irrefutable mathematical laws —- in other 
words figures don’t lie. Well, of course, they don’t, 
but they can certainly be fantastically misused and mis- 
interpreted. 

For example. One plus one equals one; one cat plus 
one cat equals two cats: but one cat plus one dog 
equals confusion. 

Another example: Two plus two equals four, and four 
is always four. But 2 is not always 2%. A 2% profit 
lo one man may be 6° to another. You have to ask — 
2 of what? 2 of cost; 200 of sales; 2% of gross 
profit; or what? They are all 2©¢, but none are equal. 

Percentages are one branch of a large family of 
mathematics ratios. And most managers swear by 
ratios as being the most revealing figures available to 
them. For example, one of my pets is a “dollars-per- 
station” analysis. It means more to me to say that rental 
revenue per station in 1957 was $42.43 in company 
“A” and $38.15 in company “B” than to just have the 
four figures that went into those two answers. But 
dollars-per-station figures are ratios and must be looked 
at with the same care you would exercise with per- 


centages. 


Correct Interpretation 
GAIN, as we have been saying all along. the main 
thing is not to misunderstand nor to present figures 
in such manner that they will be misunderstood by 
Please turn to page 41 
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ACCOUNTING NOTES 


by G. M. JONES 


i 
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IV: Depreciation— Theory and Practice 


If the principle involved in economic depreciation were applied uni- 
formly, equitably, and consistently, we should find several changes 


appearing in the corporate income and balance sheet figures — and 
those changes would not always show what their initiators desire. 


(Continued From 1/1 TE&M) 
(3) The capital position of 
owners must be protected. One 
of the inherent characteristics of the 
corporate form of ownership is that 
the common stockholder occupies a 
risk position and that, as a risk-bearer. 
he is entitled to protection from loss 
last of all. after all other classes of 
capital contributors (creditors and 
debt-holders) . In becoming a common 
stockholder. the investor accepts this 
residual, risk-taking position. Infla- 
tion, like depression, is one of the 
risks that necessarily accrue to the 
risk-taking owners of a business. On 
these grounds, it can be argued that 
the capital position of the owners. the 
common. stockholders. 
protected first but last of all. 
(4) 


for depreciation only? But why? 


need not he 


Price-level adjustments 


There are other expenses besides use 
of plant which are subject to mis- 
statement because’ of _ price-level 
changes. Any asset or any debt, the 
life of which extends for more than 
a year, is subject to the same price- 
level influences. Why not adjust all 
of them, and likewise all of the peri- 
odic expenses resulting from them? 
Carman Blough, of the American In- 
stitute of CPA’s, says: 

“If the concept of business income is to 
be changed in such a way that depreciation 
costs will be adjusted because of inflated 
price levels, it will be completely inconsis- 
tent with the concept relating to other 
transactions affecting business income. ‘To 
be consistent, for example, a company 
would have to step up the charge for in- 
surance on a five-year policy for which the 
premium has been paid in advance and a 
company with a leasehold would have to 
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M. JONES, is 

associate professor of Account- 

ing & Financial Administration, 
Michigan State University. 


The Author, G. 


increase its Charges to rent for any prepay- 


ments on the lease. Indeed, any time ac- 


crual accounting requires charges or credits 
to income in a different period from that 
in which payment is made or received, ad- 
justment would be required if there were 
a change in the price level in the mean- 
time.” (NAA Bulletin, Aug. 1959, p. 47.) 

Likewise, there should be an adjust- 
ment in the recognition of interest ex- 
pense to reflect the real burden of the 
interest payments on debt. For  in- 
stance, if a bond issue provides for 
payment of $1 of interest, and if the 
real value of the dollar has fallen to 
78¢. then the real burden of the inter- 
est charge is only 78¢, and this effect 
reflected in the 


statement. Some authorities maintain 


should be income 
that any upward adjustment in depre- 
ciation to “real”? cost should be offset 


by a downward adjustment for the 
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“real” cost of interest payments. 
Furthermore, to be consistent, any 
long-term contracts should be so con- 
stituted that the expense effects of 
price-level changes are reflected in 
the companys determination of re- 
portable income. If contracts do not 
provide for such adjustments. then an 
should be 


accounting adjustment 


made to reflect the inflationary effect. 


(5) It’s not the same dollar 
anymore! The whole proposition of 
price-level adjustments is predicated 
on the idea of changes in real value 
of dollars over a period of vears. We 
all know that 1919 dollars are not the 
same as 1959 dollars in terms of buy- 
ine power. Therefore. the premise is 
valid that the dollars representing the 
use of long-term assets. in 1959, are 
different from the dollars with which 
these asselS were acquired. 

Again. we point to consistency: if 
the depreciation charges for the use 
of an asset are stepped up to adjust 
for inflation, should not the values at 
which the assets themselves are shown 
be stepped up to reflect the price-level 
appreciation which has come to them? 

For instance, suppose that some of- 
fice buildings which were built twen- 
ty years ago were restated in value 
for purpose of increasing the depre- 
ciation charges in the income state- 
ment. Should not the value then be 
restated for balance sheet purposes 
also? This is the only consistent treat- 
ment. 

However. if this were done, there 
would also be a necessary restatement 
of some associated accounts: the al- 
lowance (reserve) for depreciation 
and the retained earnings (surplus) 
increased 


account: the former 


pro- 
portionately to the increase in the 
asset account itself, the latter increas- 
ed for the net amount of appreciation 
Such a 


statement would result in showing a 


in the accounts. consistent 
kind of dollar gain due to apprecia- 
tion. 

I wonder if economic depreciation- 
ists would not object vociferously to 
this 
though the gain were not subject to 


consistent treatment (even 
income tax). because it would show 
an unearned increment, an apparent 


stockholders’ 


improvement in the 
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in the east 


© pemvorrresine Bresette li pc.case: 


HOWARD SLUSHER 

president and general manager, 
Commonwealth Telephone Company of Ohio 
is pleased with the operation 
of Strowger equipment at the 
Athens, Ohio, exchange. This is just one 
of the many dial exchanges in the East 
served by Strowger 
See full list at right 
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At 
Ba 
Ba 
Be 
Be 
Ble 
Bre 
Cai 
Car 
Cer 
Che 
Che 
Che 
Che 
Cir 
Coh 
Den 
Dep 
Ear 
Eliz 
Fish 
Flor 
Fra 
Frea 
Freu 
Fult 
Gern 
Gerr 
Glow 
Gosh 
Guil 
Han 
High 
Hop 
How 
Jam 
John 
Ken 
Lake 
Leice 
Mad 
Vani 
Vani 
Mayl 
Vidd 
Vonr 
Vorr 
Vewe 
Vew 
Vorth 
Vorth 
Vorw 
Mtisvi 
x fore 
Pana 
*-hoen 
Pine 
ted F 
thine 
tolter 
herbi 
hort 


























EASTERN DIAL EXCHANGES SERVED BY STROWGER: 


CONNECTICUT 
Southbury 


MAINE 
Naples 
Sebago 
Standish 


MARYLAND 


Grantsville 


N.H. 
Andover 
Boscowen 

New London 
Salisbury 
Sutton 

Wilton 

N. J. 
Belvidere 
Blairstown 
Bloomsbury 
Columbia 
Great Meadows 
Hampton 
Highland Lakes 
Hope 
Lake Mohawk 
Oxford 

Upper Greenwood 

Lake 

Vernon 
N.Y. 
Atlanta 
Bainbridge 
Barlsville 
Bemus Point 
Berkshire 
Bloomingburg 
Brewerton 
Candor 
Caroga Lake 
Central Square 
Chautauqua 
Chenango Bridge 
Chenango Forks 
Chester 
Circleville 
Cohocton 
Denton 
Deposit 
Earlsville 
Elizaville 
Fishers Island 
Florida 
Franklin 
Fredenia 
Frewsburg 
Fulton 
Germantown 
Gerry 
Gloversville 
Goshen 
Guilford 
Hancock 
Highland Hills 
Hopewell Junction 
Howells 
Jamestown 
Johnstown 
Kennedy 
Lakewood 
Leicester 
Madison 
Vanlius 
Vannsville 
Vaybrook 
Viddletown 
Vonroe 
Vorrisville 
Vewark Valley 
Vew Berlin 
Vorth Brookfield 
Vorthville 
Vorwich 
Mtisville 

Jxford 
Panama 
Phoenix 

Pine Island 
ted Hook 
thinebeck 
totterdam Junction 
herburne 

hort Track 


Thompson Ridge 


Washingtonville 


West Winfield 


Berlin Heights 


Bowling Green 


Catawba Island 


Columbia Station 


Genera-On-T he-Lake 


Grand Rapids 


Haskins-T ontogany 


Liberty 

Lima 

Logan 
Lorain 
Loudonville 
Lucasville 
Madison 
Mansfield 
Marblehead 
Marysville 
McArthur 
McComb 
MeCutchenville 
Mesopotamia 
Middlefield 
Milan 
Montpelier 
Mt. Vernon 
Mowrystown 
Napoleon 
Nashville 
Newark 

New Athens 
New Bavaria 
New Bremen 
New Concord 
New Lebanon 
New London 
New Marshfield 
New Philadelphia 
New Vienna 
New Washington 
North Baltimore 
North Eaton 
North Ridgeville 
Norwalk 

Oak Harbor 
Oak Hill 
Oberlin 

Old Fort 
Ostrander 
Ottawa 
Oxford 
Pandora 
Parkman 
Pataskala 
Paulding 
Perry 
Perrysville 
Phillipsburg 
Plymouth 
Port Clinton 
Portsmouth 
Proctorville 
Put-in-Bay 
Radnor 
Ridgeway 
Sabina 

St. Marys 

St. Louisville 
Scio 

Shelby 

Shiloh 
Sterling 
Swanton 
Sycamore 
Tiltonvilie 
Tipp City 
Terre Haute 
Trotwood 
Troy 

Urbana 

Van Wert 
Vermilion 
Versailles 
Wadsworth 
Wakeman 
Wapakoneta 
Warren 
Wayne 
Wellston 

West Alerandria 
West Portsmouth 
Weston 
Westville 
Willard 
Williamsport 
Wilmington 
Wooster 


PENNSYLVANIA 


Adamstown 
Allensville 


Avonmore 
Bally 

Beaver Springs 
Bedford Valley 
Birdsboro 
Boiling Springs 
Boswell 
Boyertown 
Brockway 
Brookville 
Bruin 

Butler 
Carmichaels 
Central City 
Chicora 

Clarks Summit 
Cochranton 
Columbia 
Conneaut Lake 
Conneautrille 
Conoquenessing 
Covington 
Curtisvrille 
Dallas 

Dalton 
Darlington 
Denver 
Dillsburg 
Dover 
Driftwood 

Dry Run 

Eau Claire 
East Berlin 
Elizabethtown 
Emlenton 
Emporium 
Ephrata 

Erie 

Evans City 
Foxrburg 
Fredonia 
Gibsonia 

Glen Rock 
Greensboro 
Hanover 


EASTERN TELEPHONE MEN are pretty much like 
telephone men across the nation—they insist on 
the best in dial switching equipment. That’s why 
so many Independent telephone men choose 
Strowger! The number of Independent stations 
served by Strowger far exceeds those served by 
all other makes of dial switching equipment 
combined! 


NORTH, SOUTH, EAST or WEST, Strowger is best! 
You can prove this for yourself. Just visit a 
Strowger exchange and ask the owners if they’re 
satisfied with their dial equipment. Then, get in 
touch with us. We’ll be glad to help you plan for 
your next dial conversion. Just write Automatic 
Electric Sales Corporation, Northlake, Illinois, or 


Harrisville 
Hartstown 
Harveys Lake 
Hershey 
Hughesville 
Hyndman 
Johnsonburg 
Jonestown 
Kersey 
Leatherwood 
Leola 
Lewisburg 
Lititz 
Manchester 
Manheim 
Marietta 
Meadville 
Meridian 
Middleburg 
Mifflinburg 
Millerstown 
Montgomery 
Morgantown 
Mountville 
Mt. Joy 

Mt. Pleasant Mills 
Muncy 
Myerstown 
New Bedford 
New Holland 
New Oxford 
New Wilmington 
Nizon 

North East 
North Washington 
Osterburg 
Parker 
Petrolia 
Plain Grove 
Portersville 
Prospect 
Red Lion 
Reedsville 
Ridgway 
Rogersville 


call Fillmore 5-7111. 


Sarver 
Sassamansville 
Saronburg 
Sayerstown 
Scenery Hill 
Selingsgrove 
Seward 
Sheakleyville 
Shellsville 
Slippery Rock 
Spring Grove 
St. Marys 
Sandy Lake 
Stoneboro 
Terre Hill 
Tioga 

Topton 
Tunkhannock 
Turbotrille 
Volant 
Watsontown 
Wellsboro 
West Sunbury 
Wexford 
Wilcox 
Wrightsville 
Yellow House 
York 


VERMONT 
Alburg 
Bridgewater 
Bristol 
Cabot 
Charlotte 
Groton 

Isle LaMotte 
Ludlow 


Marshfield 
Peacham 
Perkinsville 
Richmond 
Springfield 


AUTOMATIC ELECTRIC’) 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 
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equity position due to the upward 
float of all asset values. 

The point is, that if it is not the 
same dollar for depreciation charges, 
it is not the same dollar for the other 
accounts which are related to depre- 


ciation and to depreciable assets. 


(6) The dollars in which debt 
is stated. While there is preoccupa- 
tion with the effects of inflation on 
asset values, there seems to be little 
consideration of the hedging effect 
of corporate debt. Debtors generally 
gain when prices rise, because they 
are able to pay the debt back in cheap- 
er dollars; or stated differently. the 
burden of a fixed debt is reduced as 
dollars become cheaper. 

For companies with a_ relatively 
heavy debt structure — and most 
telephone companies fall in this cate- 
gory this hedging effect serves to 
offset the asset valuation effects of 
inflation. If we are to adjust uni- 
formly and consistently for price- 
level changes, not only the deprecia- 
tion charges and the assets should be 
re-stated for the increased difficulty 
of renewal, but the debt, as shown in 
statements, should be adjusted for 
the increased ease of repayment. 

Any argument to the effect that we 
really have to pay back a fixed num- 
ber of dollars can be countered with 
the retort that we have only a fixed 
number of dollars invested in plant 
and that if we do not adjust one we 


should not adjust the other. 


(7) Inflation and bondhold- 
ers: not a corporate concern? 
Proposed adjustments to protect the 
stockholders’ equity without at the 
same time an adjustment to protect 
the bondholders’ equity imply a lack 
of corporate concern for the health 
of the group that supplies 40 to 50% 
of telephone company capital. The 
premise that the corporation is not 
concerned with the effects of infla- 
tion on this group can be attacked on 
both the grounds of equity and of self- 
interest. Why should the corporation, 
or its stockholders either for that mat- 
ter, enjoy compensation for inflation 
if that same compensation is denied 
to an equally necessary and deserving 
class -— its bondholders? 


The compensation of shareholders 
only would compound an_ inequity 
which already exists. These people 
(bondholders) too are entitled to an 
adjustment in bond interest income 
to compensate for the loss of the real 
value of their investments through in- 
flation. Failure to protect and_pre- 
serve the economic health of this 
equally important source of expansion 
capital will accomplish unwittingly 
what the critics of capitalism have 
long desired, the “euthanasia of the 
rentier.” 

Socialist haranguers would elim- 
inate the “coupon-clippers.” regard- 
less of the essential part they play in 
financing American industry, parti- 
cularly our utility-type industries. We 
cannot afford to eliminate this class 
of capital contributors through our 
own neglect in protecting their invest- 
ments against the ravages of inflation. 
Their position is even more sensitive 


than that of the stockholders’ equity. 


Consequences Of 
Uniform Application Of 
Price-Level Adjustments 

F THE principle involved in eco- 

nomic depreciation were applied 
uniformly, equitably, and consistent- 
ly. we should find several changes ap- 
pearing in corporate income figures 
and in balance sheet figures, and these 
changes would not always show what 
their initiators would desire. In some 
cases, conceivably, the net result of all 
the adjustments for price-level 
changes could make the corporate po- 
sition look better rather than worse. 

Consistency of application would 
demand that if higher depreciation 
figures were used in the income state- 
ment for measuring “real” earnings, 
the same adjusted values should also 
be used in the balance sheet for stat- 
ing “real” values for corporate assets, 
to which the depreciation charges are 
necessarily related. The total result 
is that we would have: 

(a) a large increase in the dollar 
amount shown for plant assets. 

(b) a large increase in the cor- 
responding accumulated depreciation 
account (Reserve for Depreciation). 

(c) a large reduction in the bonded 
debt accounts. to reflect restatement 


in current-valued dollars. 


(d) a large increase in the stock- 
holders’ equity. 

The total effect may be to create 
an illusion of improvement in capital 
position, which is just the opposite of 
what is intended. 

A second long-run consequence of 
increasing depreciation charges. and 
rates to cover these increased charges. 
would be to invoke a spiral of price 
inflation. As long as all businesses 
throughout the economy are allowed 
to adjust depreciation (and other 
charges) for price-level changes, and 
can pass the increased expense along 
in prices, we would have an endless 
spiral of price increases, far beyond 
anything we have seen yet. Yet it is 
inconceivable that any one class of 
business alone be permitted its use. 

Most of the same people who are 
critical of labor efforts to pass on the 
higher cost of living to employers in 
the form of higher wage rates are at 
the same time convinced that business 
must pass on its increased cost of liv- 
ing to customers. Whatever criticism 
applies to one applies also to the 
other. One way to make the adjust- 
ment for inflation a little more equal 
would be to write into all long-term 
business contracts a cost-of-living ad- 
justment, just like that in our union 
contracts. This would work both for 
and against a particular business, de- 
pending on its particular contracts. 
But can you see what an endless 
chain of price increases this would 
bring about ? 

What practical, equitable ways are 
there for making necessary price- 
level adjustments ? 

All the remarks above are not in- 
tended to disprove the necessity for 
some adjustment, but only to warn 
against a one-sided approach and to 
insist on protection for all classes of 
telephone company investors rather 
than just for stockholders. In the next 
section of this depreciation series. | 
will discuss some of the proposals 
that do not go as far as some com- 
panies would like to go, but which at 
least have some possible chance of 
acceptance for income tax purposes 
in the reasonably near future. 


To Be Continued. 
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“SUB-HARMONICS — 
and OVERTONES" 


y C. D. EHINGER 
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The “Kid” Learns More About Filters 


Chuck and the Kid sat at the equipment room test bench of the 
Centerville exchange. On the test bench was an audio oscillator and 
an audio vacuum tube volt meter. A “black box,” salvaged from the 
storeroom of the exchange, occupied a prominent place in the center 
of the bench. The two had just finished identifying the object as a 


low-pass filter and had run a transmission characteristic curve. 


= spoke up: “What's your 
4 idea, Kid, of how to determine 
the impedance of this filter?” 

The Kid hesitated, “I’ve already 
told you, Chuck, I wouldn’t have the 
slightest You 
going to show me how to go about it.” 


“Sure thing, Kid. Now, we have 


idea. said you were 


proven that we have a filter here and 
we want to know what impedances the 


filter was designed to ‘see’ across 
terminals 1 and 2 and across termin- 
als 3 and 4. In other words, I want 
to know what impedance I ‘look into’ 
at terminals 1 and 2 when 3 and 4 
are terminated in their right operat- 


ing impedance; and | also want to 





know the opposite story from the 


The Author, C. D. 


Ehinger, 
is president of Citizens Tel. Co., 
Decatur, Ind. 


angle of terminals 3 and 4.” 
The Kid was somewhat 
“Keep on talking, Chuck 


you so far but, then, you haven't said 


hesitant. 
I’m with 


it says is that the image impedance, 


anything yet. looking into terminals 1 and 2, is 
“Don’t get so doggone impatient, 


Kid! [ll get around to the point. You 


equal to the square root of the imped- 


ance at 1 and 2, when 3 and 4 are 


might just keep in mind that filters 
aren't the simplest things in the world 
and can become mighty complex. 
Now, I can find what is called the 
‘image impedance’ by a rather simple 
method. Actually, the formula is this: 
Zih-2 = VV Zocs3-4 ZSCg-4 

“Don’t let this equation throw you, 
Kid, because it’s harder to write it 
down than it is to understand it. All 


open circuited, multiplied by the im- 
pedance at 1 and 2 when 3 and 4 
are shorted.” 

The Kid scratched his chin. “Well, 
that’s fine enough, Chuck, in event I 
know those impedances. But how in 
the world do I go about measuring 
those things?” 

Chuck gave the Kid a quick side- 
ways glance. “Didn’t I ever show you 
a rough and ready way to easily 
measure impedances?” 


“Don’t believe you ever did, 
Chuck.” 

“Well, well correct that in a 
hurry,” Chuck said. “We set it up 


He quickly 


something like this 


sketched on paper 








“All we do is put a variable resistor 


in series with the unknown impedance 
that we wish to measure and slap an 
ac voltage across the two. We use 
two high impedance volt meters with 
one across each impedance. By ad- 
justing the variable resistance until 
each volt meter measures the same 
voltage, we have theoretically split up 
the voltage into two equal parts and 
that means that the variable resistor 
is now equal to the impedance we 
wish to measure. Actually, this is only 
a ‘rough and ready’ measurement 
because the resistance is close to being 
a pure resistance while we may have 
either capacity or inductance in the 
impedance that we are attempting to 
measure. This method is certainly not 
a laboratory method, but it is accur- 
ate enough for the purpose of show- 
ing you what I want to do here and 
now.” 

The two quickly set up the filter 
and a variable resistance as Chuck 
had shown on the sketch. The com- 
pany audio oscillator was used and 
was set at 1000 cycles. Two vacuum 
tube volt meters. with balanced in- 
puts, were also placed across the im- 
pedances as shown on the sketch. 

The Kid boosted the output of the 
audio oscillator while Chuck watched 
the meters. 

“That’s Kid,” 
Chuck called out, “I’m reading about 
9 volts across the filter and have a 


enough _ voltage, 


low indication across the resistor.” 
The Kid moved over and observed 

Chuck as he adjusted the resistor and 

carefully watched both volt meters. 


“That does it, Kid,’’ Chuck said — 
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“Both volt meters now read 6.7 volts, 
so the voltage is split equally across 
the two impedances. Take the resistor 
over and measure it on the Wheat- 
stone Bridge and then bring it back.” 

The Kid quickly measured the value 
of the variable resistor on the Bridge 
— “Three hundred sixteen ohms, 
Chuck!” 

“OK, Kid, that’s the value of our 
filter across terminals 1 and 2 with 
terminals 3 and 4 ‘open.’ Now! Put 
a jumper wire across terminals 3 and 
4 and let’s repeat the process.” 

The two quickly rearranged the 
setup and again adjusted the variable 
resistor until both volt meters read 
the same voltage under the new con- 
ditions. The Kid then again took the 
variable resistor over to the Wheat- 
stone Bridge and measured it — “712 
ohms this time, Chuck.” 

“Fine, that’s the value of the im- 
pedance across terminals | and 2 with 
terminals 3 and 4 shorted. Now, let’s 
substitute into our equation” — 
Chuck quickly wrote down on paper 


Zoc3-4 = 316 & 

ZsCg-4 = 712 2 

Ziy-2 = \/ ZoC3-4 ZSC3-4 

Zin-2 = \/ 316 X 712 = 478 2 





“Well,” Chuck said out loud, “the 
impedance looking into terminals | 
and 2, or the ‘image impedance,’ is 
478 ohms. Now, let’s turn the thing 
around and repeat the process using 
terminals 3 and 4 as the input ter- 
minals.” 

It took only a few minutes for the 
two to completely repeat the process 
using the other set of terminals as 
input. As Chuck had expected, the 
results were almost identical. 

“I can’t say I’m surprised, Kid, 
since I had anticipated that we would 
get the same results in both directions. 
However we have a case where the 
image impedance is the same in both 
directions, so the filter is obviously 
what is called a ‘symmetrical’ type. 
That only means that it has the same 
configuration in both directions but 
when this happens we also call it the 
‘characteristic impedance.’ But, get- 
ting back to our little ‘black box’ 


here, what do you think this filter is 
designed for?” 

“Would it be one of our line filters 
for carrier use, Chuck?” 

“That’s it exactly, Kid! And let’s 
mark and tag the thing right now so 
we don’t have to go through this same 
rigmarole the next time.” 

Without another word, the Kid 
marked out a heavy cardboard tag 
with the proper designation and tied 
it firmly to one of the terminals of 
the filter. He looked up at the clock 
— “Hey, Chuck, we still have about 
an hour to go before quitting time. 
You said you were going to tell me a 
little bit about the make-up of filters 
and how I could design some simple 
little ones for some of the horsing 
around I do in my basement.” 

Chuck looked at the Kid — “You’ve 
built up a few odds and ends of equip- 
ment recently — didn’t you have to 
build some power supplies for the 
various rigs?” 

“Sure, what about it?” 

“Well, coming off of the rectifier 
tube in the power supply you un- 
doubtedly used a large condenser and 
a choke and another large condenser, 
didn’t you?” 

“Yep! I sure did. But I really didn’t 
know what I was doing. The circuit 
diagram just said to put ’em in there 
— and I put ’em in there!” 

“What I’m trying to show you, 
Kid, is that actually you were using 
a low-pass filter coming off of the 
rectifier tube. At this point, you still 
have ac because, if it is a full wave 
rectifier, you actually have the posi- 
tive half of sine waves joined togeth- 
er, and that is a far cry from the pure 
dc that you hoped to get. What you 
were doing was filtering out, as much 
as possible, the 120 cycle wave and 
leaving nearly pure dc. The heavy 
condensers and choke which you used 


SUBMIT YOUR PROBLEMS 


You are invited ... to tell our 
authors about problems on which 
you'd like to have an opinion. 


While we don’t claim to have 
all the answers, we'll welcome 
the opportunity to discuss as 
many as possible in TE&M’s reg- 
ular departmental columns. 





are actually a very effective low-pass 
filter which allows dc to pass, and 
some ac, but cuts off far below 60 
cycles and doesn’t allow it to pass.” 

Chuck continued, “Now let’s look 
at some of the very simple types of 
filters which we can easily calculate 
ourselves and set up on the bench 
and check out. Here is a design for 
a simple low-pass filter which is called 
a ‘T section’.” 


a 
en Soe 


In the next issue, the configurations 
of simple low-pass, high-pass, and 
band-pass filters are discussed by 
Chuck and the Kid, and the two de- 
sign and run bench tests on such sim- 
ple filters. 

—_— iam 

Any comments, criticisms, or sug- 
gestions for a future topic? Address 
all correspondence to “Sub-Harmonics 
and Overtones,” “Telephone Engineer 
& Management,” 7720 Sheridan Road, 
Chicago 26, Ill. 


Guide To Electronic Buying 


DESCRIBED as “a revolutionary 
innovation in electronics parts cata- 
logs.” the new Radio Shack 1960 
Guide to Electronic Buying is now 
available free of charge, to indus- 
trial buyers and engineers who mail 
requests on their company letter 
heads. 

The innovations include an increase 
to an 814 x 11 page which permits 
easier reading of detailed, or tabular, 
information; rotogravure printing; 
the inclusion of technical articles, en- 
gineering specifications, electronic 
symbols, schematic diagrams and use- 
ful formulas. It also includes a com- 
plete index of products and manufac- 
turers. Over 40,000 items are listed 
in the 312 page issue devoted to in- 
dustrial electronic parts and equip- 
ment. To obtain your copy write 
Paul Wickman, Industrial & Govern- 
ment Division, Radio Shack Corp., 
730 Commonwealth Ave., Dept. 
TE&M, Boston 17, Mass. 
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COMMERCIAL 


DEPARTMENT NOTES 


by ALLAN R. STACEY 





“Creating Telephone Diplomats” 


When a customer considers it necessary to give his employes train- 
ing in telephone manners, he comes up with an idea that has helped 
create a staff of ‘“*Telephone Diplomats.” 


| Lapeer you think of your 

banker as someone who gives 
you advice on what to do with your 
money or calls to tell you that your 
account is overdrawn. Today was 
different. The telephone jangled at 
my right elbow and when I picked 
up the receiver, it was the pleasant 
voice of the local branch manager 
of the Bank of America in our com- 
munity. He said, “Allan, this is Dave. 
We're planning to conduct a little 
training program for our employes 
today and I thought you might like 
to visit because it relates to teaching 
employes to be telephone diplomats.” 


A Banker’s View of 
Telephone Manners 

T WAS with great interest that a 

few days later I went to the bank 
long before the usual opening hour 
to see specialists from the bank’s 
general headquarters conduct a tele- 
phone training session. 

The Assistant Director of Train- 
ing explained to me that this par- 
ticular program was designed to im- 
prove employe telephone manners by 
contrasting good telephone conduct 
with poor telephone conduct without 
criticizing any particular employe. 

The complete training package was 
made up of a recording session which 
used role playing cards with super- 
visors acting as customers, a tape 
recorder, a group meeting at which 
the tape was played back, a film strip 
and a booklet entitled, “Be A Tele- 
phone Diplomat.” 

Now let’s see how they used these 
piece parts. 





The Author, ALLAN R. STACEY, 
is vice-president of the Sunland- 


Tujunga Tel. Co., Sunland, Calif. 


The Recording Session 

ARLIER in the week several em- 

ployes and supervisors had been 
brought together and conversations 
were recorded simulating actual con- 
tacts from bank customers. Using 
very simple equipment of two tele- 
phones and a tape recorder, an em- 
ploye would answer an incoming call 
and respond according to the prev- 
iously determined hypothetical situ- 
ation. 

For example, the supervisor might 
pretend that he was a customer who 
had had a check returned from the 
bank for insufficient funds while all 
the time his account had contained 
enough money to cover the check. It 
was the duty of the employe to ap- 
propriately, courteously and tactfully 
handle this particular complaint. The 


Training Director had 25 or 30 such 
role-playing situations and recorded 
eight or 10 of them for playback. 


**Alexander’s Monster” 
EVERAL days later (and this was 
the meeting I was attending) all 
of the employes were called together 
and were shown a film strip complete 
with sound track. The film was en- 
titled 
started off with a picture of an old 


“Alexander’s Monster” and 
French type telephone and the com- 
ment that Alexander Bell’s invention 
requires careful handling. The film 
strip went on to display the problems 
encountered by a hypothetical cus- 
tomer, Mrs. Johnson, on her first 
call to the bank when she encountered 
Tillie Telephone, who obviously didn’t 
know how to use the telephone in the 
proper manner. 

Later parts of the film strip showed 
proper usage with concrete and spe- 
cific examples. The central theme of 
the entire strip was that every time 
we answer the telephone we do a 


public relations job. 


The Playback 
HE ROLE playing tape recording 
was played back without com- 
ment from the Training Director. 
The audience simply listened to the 
recording and in its own mind de- 
termined what improvements were 
necessary by applying the principles 
taken from the previously shown film. 
There were some giggles when 
people heard their own voices and 
some laughter at obvious mistakes but 
all in all the message was certainly 
getting home. 
Following the playing of the tape, 
a booklet was distributed and each 
employe carried this away with him. 


Be A Telephone Diplomat 

HE Personnel Relations Depart- 

ment of the bank had prepared 
this booklet under the title, “Be A 
Telephone Diplomat.” In simple lan- 
guage and with cartoons, it took the 
word “diplomat” and developed good 
telephone manners letter by letter. 
These are some of the things they 
said: 


D—means speak distinctly. If 
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WHEN YOU HAVE A MINUTE TO SPARE... 
OR WHEN YOU CAN’T SPARE A MINUTE 


there’s nothing like a handy extension phone! 


You’ll be seeing this happy housewife in 
many national magazines this month and next. 


So, we trust, will millions of readers through- 
out the country. 

She’s appearing in a full-color Bell System 
advertisement for extension phones where they’re 
needed in today’s homes... where the family 
works, plays and sleeps. 


“TDoesn’t it make sense,” we ask, “to put 
phones where you are—instead of running to 
reach them?” 

We think this will make sense to lots of 
people, and help the sales efforts of all of America’s 
telephone companies. 
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BELL TELEPHONE SYSTEM 


you mumble, whisper or swallow your 
words, you won’t be understood. 
Speak clearly, but don’t shout. Your 
natural, friendly tone of voice is just 
right. Be yourself. 


D—also means speak directly 
into the telephone. Don’t dangle 
the receiver from one shoulder. Hold 
it close, just about a half inch away 
from your lips. Then talk to the re- 
ceiver, not the ceiling or the nearest 


window with a view. 


I — means identify yourself 
and show your interest. If you are 
Miss Adams of the Bookkeeping De- 
partment, it’s best to say so. Be in- 
terested in your caller’s request 
whether she wants to know the bal- 
ance of her account or complain 
about a check we haven't honored. 


P—be prompt to answer the 
phone and be pleasant to the 
caller. Pick up your phone on the 
first ring and if you are going to be 
away from your desk, ask someone 
else to watch the phone and let him 
know approximately when you will 
be back. Be pleasant because the 
caller may have called one or two 
other departments before reaching 
you. (This happens in telephone 
business offices too.) 


L—learn to handle impatient 
callers and lull angry callers with 
sincere understanding. You are 
A-1 in efficiency if you use a little 
patience, calm your caller and still 
produce a speedy answer. If this 
means leaving the phone, ask if he'll 
wait while you get the information. 
No one likes to be left stranded with 
a “Well, hang on — I'll see.” 


O—means obtain all the facts 
and offer your help. Let your 
caller finish what he is saying be- 
fore you jump to conclusions. With 
sixteen Smiths on file, a simple ques- 
tion may save time and tempers — 
“May I have your full name, Mr. 
Smith?” 

And it’s no help to a confused 
caller if you tell him, “We debited 
your account.” Technical banking 
terms don’t belong in your telephone 


vocabulary unless you are sure the 
caller knows as much about banking 
as you do. (This is so true in our 
telephone business. How many of 
our customers understand what we 


mean by “tie line?’’) 


M—means doing magic with 
courtesy and making a friend by 
calling him by name. Courtesy 
means not saying, “You have to” or 
“You've got to.” No one likes to be 
ordered around. 

If you make a friend by calling 
him by name, be sure you pronounce 
it correctly. If his name is Mr. Jonas, 
and you call him Mr. Jones, he may 
wonder whether the information you 
gave him is incorrect also. 


A — means be attentive and 
ask questions tactfully. Listen 
carefully the first time through, so 
the caller won’t have to repeat. 

There is a big difference in the 
way a question can be worded: “Are 
you certain your account is with 
this branch?” is better than, “You 


don’t have an account at this branch.” 


T—means transfer calls cor- 
rectly and remember to say 
“thank you.” If you cannot help 
the caller, explain why you want to 
refer him to another department and 
ask if you may transfer the call. “I 
am sorry I don’t have that informa- 
tion. Mr. Black in our Note Depart- 
ment handles loan payments. May | 
transfer you?” 





Thank the customer for calling, or 
express regret if you couldn’t help 
him. Then replace the receiver gent- 
ly. Remember, from the start to the 
finish of your call, you are the voice 
of the bank and your tact and under- 
standing can win a friend or lose a 


customer. 


Bank Program For 
Telephone People 
CAME HOME so impressed with 
the quality of the program for 
bank employes that I asked the Train- 
ing Director to present his program 
to my own telephone people. We 
worked up a series of role playing 
situations which applied to the tele- 
phone business. For example, a cus- 
tomer calling the business office to 
inquire about a previous balance 
which he is certain has been paid, or 
a customer calling to question several 
toll charges on the monthly bill. 
I'll be glad to send you a copy 
of the booklet, “Be A Telephone Dip- 
lomat,” if you are interested in de- 
veloping a similar program. Now... 
let me leave this question for your 
thinking. If one of our customers 
considers it necessary to give his em- 
ployes training in telephone manners, 
how much more important is it that 
we teach our own telephone employes 
to set an example for all the public? 
That’s all for now. Next issue we'll 
talk about foreign covers on our tele- 
phone directories. See you then. — 


Allan R. Stacey. 











_ . = 2h 


Enthusiasm for a job well-done sparked the first telephone call being placed 


over Troy, Pennsylvania’s new dial system to Senator Sordoni, chairman of Com- 
monwealth’s board, at cutover ceremonies. JACK SORDONI is joined in con- 
versation with the Senator at his Florida offices by BURGESS WYLE McCLURE, 
left, and WILLIAM BEAMAN, president, First National Bank of Troy. Cutover 
to dial at a cost exceeding $540,000, the Troy Exchange serves 1336 stations. 
With the conversion, the local calling area was considerably broadened and 
Towanda serves as toll center. The cutover ceremony was well attended by local 
municipal officials, prominent business men, the press and Commonwealth 
and Bell Telephone Co. officials. 
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Expense Comparisons In Feasibility Studies 


If you must decide whether you should convert to DDD then you 
must know (1) your present traffic; (2) your coefficients (work 
units); (3) your loads; (4) your practices; and (5) your objectives. 


T IS A very natural thing for a 

man to want to please the boss. 
The boss may say, “Johnny Bell tells 
me they are making money with their 
automatic ticketing equipment and if 
it works for them, it should for us. 
You better make a prove-in study.” 
The chances are pretty good that DDD 
will “prove in” under such circum- 
stances — as far as the study is con- 
cerned. From where we sit it seems to 
us that some of these studies have 
started with the answer, then worked 
backward to provide the proof 
carefully eliminating any item which 
would throw the study in the wrong 
direction. 

Let’s consider that we have a toll 
center with five CDO tributaries. We 
want to decide whether to expand our 
present manual toll operation or con- 
vert to some form of automatic ticket- 
ing. There are several types of ticket- 
ing equipment — so we also want to 
decide which type we should use, such 
as operator identification, subscriber 
identifica- 


Also 


there is a question as to whether we 


identification, automatic 


tion, or combinations of these. 


should convert only the toll center 
or include one or more of the tribu- 
taries. Another item for consideration 
ticket 


from only one and two party services. 


is whether to automatically 


Then, just to be up to date, we will 
want to know whether to include the 
ticketing of Person traffic. 

We think there are five very im- 
portant things to know as you start a 
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The Author, D. A. PERIGO, is 

general traffic superintendent of 

the West Coast Tel. Co., Everett, 
Washington. 


study: (1) Know your present iraffic; 
(2) know your coefficients (work 
units); (3) know your loads (effi- 
ciency); (1) know your practices; 
and (5) know your service objectives. 

We think that just calling items 
four and five to your attention will be 
sufficient so we'll discuss only the 


first three in this column. 


Know Your Traffic 


W* BELIEVE one of the 


disastrous mistakes that can be 


most 


made is to assume anything about 
future traffic before we thoroughly 
know our present traffic. It is falla- 
cious to believe that two offices are 


alike because each handles the same 
number of daily messages. Likewise it 
is dangerous to think two offices are 
alike because they have the same 
number of switchboard positions. 

is no short-cut method of 
traffic. 
tabulating equipment can help you by 


There 


analyzing the Fortunately 


You are invited ... to tell our 


authors about problems on which 


you'd like to have an opinion. 





using pre-cut punch cards to sort and 
analyze the toll traffic. (If you don’t 
have tab equipment there is probably 
a tabulating service company near you 
which would like to help you.) 

We believe the following sorting 
and tabulating is required: 

(1) Sort by originating exchange. 

(2) Sort each exchange by Station 
or Person. 

(3) Sort both Station and Person 
by Sent Paid, Collect, Credit Card, 
Third Number 
Third Number — other exchange, 
Coin, Hotel, Other. 

(4) Sort each of the first five items 


same exchange, 


in (3) above by subscribers’ class of 
service. 

(5) Sort all items hourly from 7 
A.M. to at least 9 P.M. 

If, at this point, you are convinced 
that this is unnecessary, refer back to 
the example in the second paragraph 
and ask yourself how else you can 
decide the points at issue without the 
first (We'll take 


care of the fifth one later.) 


four items above. 

Also you may say that the traffic 
next year may be quite different. Yes, 
it may — but how will you know it’s 
different if you don’t know what it 
is now? For that matter the traffic 
will probably be different the day 
after the analysis —— but not enough 
to change your basic study. 

If you are not under pressure to 
complete this study, you would do 
well to analyze the traffic during one 
of your high months and again in a 
low month. You may discover the only 
difference between the high and low 
months is caused by transients whose 
calls were made from coin boxes and 
hotels anyway. 

In addition to the toll traffic you 
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“AK colored paystations 





Paystations in the right locations earn a lot of 
revenue—and when they’re colored they earn 
even more. That’s why so many telephone men 
specify color when they order Automatic Elec- 
tric “80” Series paystations. They know that 
colored paystations are a real eye-catcher, even 
in crowded locations. As a result, more people 
remember to call more often—and paystation 
revenue naturally goes up. 


Colored paystations are popular with mer- 
chants. They help dress up store surroundings. 
And there are 10 rich colors to blend or contrast 
with any background: Jade Green, Forget-me- 
not Blue, Camellia Pink, Gardenia White, Gar- 
net Red, Turquoise, Sunlight Yellow, Dawn 
Gray, Classic Ivory and Sand Beige. 


Automatic “80” Series paystations offer many 
other features, including: 


Reinforced, burglar-resistant housing 
Lighter, easier-to-hold handset 
True-to-life transmission 

Easier, surer dialing; large figures 
Durable, moistureproof coiled cord 

Twin contacts on dial 

Extended number plate 

Magnetic slug ejector for 25¢ coin channel 





For complete information about AE pay- 
stations, ask for our Paystation Catalog. Write: 
Automatic Electric Sales Corporation, North- 
lake, Illinois. Or call Fillmore 5-7111. In Canada: 
Automatic Electric Sales (Canada) Ltd., 185 
Bartley Drive, Toronto 16, Ontario. 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 





will want a special count of Assistance 
calls handled by the CLR operators 
because when you have DDD your 
Assistance traffic will increase. 


Know Your Coefficients 
(Work Units) 
HEN WE mention coefficients 
we refer to those as tabulated 
by the Bell System unless otherwise 
noted. We cannot go into detail in 
this article, but if you have some spe- 
cial problem we would be glad to dis- 
cuss it with you. 

The proper coefficients should be 
applied to each final grouping as out- 
lined above. As far as we know this 
is the only way you can have the 
flexibility of plan to be able to move 
a group of calls from one method to 
another without doing a lot of extra 
work. 

The coefficients we want to men- 
tion specifically are those used for 
operator identification systems. The 
last ones we saw from the Bell System 
were on a sliding scale from 2.5 where 
two identifying operators are on duty 
to .63 when 20 or more operators are 
on duty. 

The Bell System undoubtedly has 
reasons for stating coefficients this 
way — but in other types of operation 
the coefficient measures the work 
time, whereas with this method they 
measure idle time as well. Since the 
lowest coefficient mentioned is .63, 
we assume this is the one which meas- 
ures the work time — and this is for 
a system where the operator says 
“Your number please.” 

We have made some checks on a 
system that employs a “beep-beep” 
signal instead of a verbal request for 
the calling number and are satisfied 
that a coefficient of .45 is satisfactory. 
It takes a little over one second to 
say “Your number please,” and the 
difference between a .63 and .45 co- 
efficient is the equivalent of 1.2 sec- 
onds — so the .63 seems reasonable. 

If we agree that a coefficient of 
.63 represents the work time satisfac- 
torily but we use a coefficient of 2.5 
when we have only two identifying op- 
erators on duty it means that this type 
of operation is only 25.2% efficient 
(.63 + 2.5). If you use this method 
when doing your study you will find 


the efficiency under DDD operation 
is overstated. 


Know Your Loads (Efficiency) 
UTOMATIC ticketing removes 
from your manual switchboard 

only the easiest-to-handle traffic. This 
statement applies whether we are 
speaking of Station traffic or Person 
traffic. It follows, therefore, that the 
difficult traffic remains to be manu- 
ally operated. 

Easy to handle = small coefficient. 

Hard to handle = large coefficient. 

If you fill a box evenly full of sand 
you can’t get any more sand into it - 
but if you fill the same box evenly full 
of rocks you can put a lot of sand into 
it also. 

We think this applies to our toll 
calls, particularly where there are less 
than 20 operators on the team. If we 
look at the problem from the opposite 
direction, namely, changing from au- 
tomatic ticketing to manual ticketing, 
it becomes apparent that some of the 
calls with the small coefficients can 
be absorbed between the calls with 
large coefficients without harming the 
service. 

In our analogy, the confines of the 
box for the sand and rocks represents 
the confines of the grade of service 
rendered on our manual toll switch- 
board. 

This all adds up to a very simple 
fact: When you have automatic ticket- 
ing the load (efficiency) of the man- 
ual switchboard will be lower. This 
means that a part of the traffic ex- 
pense which is eliminated by auto- 
matic ticketing will be needed to com- 
pensate for the inefficient handling of 
the remaining traffic in order to give 
the same speed of service. 

We have recommended a study of 
your traffic by hours — and waited 
to this point to mention it again — be- 
cause what we have said above about 
the effect on loads is much more pro- 
nounced in the off peak hours than in 
the busy hours. Unless you study the 
entire picture and compare the ex- 
pense effects at all hours of the day 
your study will probably be preju- 
diced in favor of DDD. 

Automatic equipment must be en- 
gineered for busy hour usage and at 
a future period. Your carrying 


charges continue even when it is idle. 


Operators are provided on the basis 
of the traffic expected in each hour. 
Load, then, becomes important for 
each hour in order to properly deter- 
mine the daily load to be used for 


comparative purposes. 


Conclusion 

EMEMBER there are a lot of con- 

siderations besides traffic  ex- 
penses in a feasibility study, but if 
your traffic savings are not greater 
than the carrying charges on the in- 
creased investment as well as your in- 
creased maintenance expense, it is 
not an economic thing to do. There 
are reasons other than economics for 
converting to DDD — availability of 
operators for example. But let’s make 
one point clear. If you want to convert 
to DDD it is entirely your business 
and you don’t need a feasibility study. 
If you want to decide whether you 
should convert on the basis of econo- 
mics, then by all means — know your 
traffic, your coefficients, and your 
load. — D. A. Perigo. 


Plastic Pipe Brochure 





A NEW six page brochure describ- 
ing plastic pipe for electrical conduit 
is now available from Southwestern 
Plastic Pipe Co. 

Included in the brochure are photo- 
graphs showing how to install plastic 
conduit, and also specification charts 
for different kinds of installations. 

For your copy write to South- 
western Plastic Pipe Co., P.O. Box 
117, Dept. TE&M, Mineral Wells, 


Texas. 


Clip & Enntioter Corvieg 

NEW DESCRIPTIVE catalog that 
lists and illustrates a complete line 
of electric clips is available from 
Mueller Electric Co. 

Catalog covers entire line, from 
miniaturized clips to welding ground 
clamps, and includes newest develop- 
ments (skin-tight insulators to fit 
wider range of clips, colored insu- 
lators, alligator clip adapted for 
*phone tip or test prod tip). 

For your copy write Mueller Elec- 
tric Company, 1588AA East 31st 
Street, Dept. TE&M, Cleveland 14, 
Ohio, asking for Catalog No. 220. 
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“Top Trouble Maker” 





(Continued from page 26) 


others. Thus, an important part of management is cor- 
rect interpretation and presentation of business figures. 

I have been in the audience and at the speakers’ 
stand when the speaker pointed out the importance of 
periodic balance sheets and income statements. And | 
have seen many small company owners go absolutely 
blank when the statement was made. 

They had seen balance sheets and income statements 
— their own on occasion, and those of other businesses. 
But how that tied in with getting telephone service out to 
Joe Jones, or how it helped preclude the monthly wrangle 
with Mrs. Simple Simon over her long distance charges, 
was beyond them. 

This blankness came about because some listeners 
didn’t know how to analyze or interpret those state- 
ments. To them, the statements were the end of some 
rather complicated means; they were not the control 
means to a managerial end. 

Statements (and how many times have you heard 
this?) are tools of management. They should not be 
tools, bought on the advice of some efficiency expert, 
paid for with good hard-earned cash, and laid back 
on the storeroom shelf to rust. They should be tools 
that are used. Any company which is producing ac- 
counting or statistical statements that are not directly 
or indirectly used to advantage as tools of manage- 
ment is producing sheer waste, and such statements 
should be discarded altogether or changed so they will 
be useful. Putting figures together so you can hang 
pretty charts on the wall is asinine. Putting figures to- 
cether so management can be appraised of an important 
fact is the very essence of management! 


Proper Use of The Figures 

HUS, it is not the statements which are important, 

but the use to which they are put — the interpreta- 
tion and analysis. Neither are the statements, in and of 
themselves, dangerous — it is the interpretation and 
analysis which subject the statements to misunderstand- 
ing. If you think I am trying to say, therefore, that 
management is a difficult thing, then you are thinking 
correctly, for I mean to say just that. Management, 
vhatever else it may or may not be, is certainly not 
easy. And it is a problem that is always with us. 

Here is a little story illustrating that fact. I know of 
| small telephone company which several years ago had 
the vicious circle of bad rates, bad plant and bad serv- 
‘e. Operators were the biggest headache, so the com- 
any went dial and got rid of the operators. 

Financing had worried management for years, so the 
fficers lined up with a responsible financing agency 
nd licked the money problem. They rebuilt the plant. 
"his cleared up many problems. They increased rates 
nd started earning enough to support the financing 
rogram, etc. They did everything so well they are now 





piling up money in the bank that they don’t know what 
to do with. 

My point is that the piled-up money is an important 
problem for management. Good management may re- 
duce the insistency and the compounding of its prob- 
lems, but it never reduces their importance. Maybe you 
think this example is overdrawn, and I will admit it 
looks like an impossible utopia to most small company 
owners, but it does illustrate the point I am trying to 
make. 

Management problems 
may shift, but the job of management is always there. 


may change and the emphasis 


I believe I would really enjoy the problem of too much 
money rather than too little, but | can see that too much 
would, in itself, be a problem 

Try to speak, write and figure so you will not be 
misunderstood. Once you have been, try your best to 
clear it up. If you will project those two sentences into 
the different departments or parts of your telephone 
company, you will have taken a long step toward what 1s 
— Bill Corman. 


called “good management.” 





SUBMIT YOUR PROBLEMS 


You are invited ... to tell TE&M authors your prob- 
lems of department policy or procedure on which you’d 
like to have an opinion. 

While we don’t claim to have all the answers, we'll 
welcome the opportunity to discuss as many as possible 
in our columns. 


ge Wn’ 


Retlien 





.--be heard exe 


A “Hear Here” Acousti-Booth guards telephone 


conversations . . . shuts out noises that garble 
speech and muddle hearing . . . provides pri- 
vacy. 


Why tolerate mistakes and misunderstand- 
ings? There is an Acousti-Booth model for every 
location. 


Acoustical Performance Guaranteed 


For descriptions and prices 
ask for Bulletin No. A-142-4AF 









BURGESS-MANNING COMPANY 


Architectural Products Division 
749 East Park, Libertyville, Il. 
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THIS LEIGH PABX 
FEATURE 


SELLS 


BUSINESS SUBSCRIBERS 





Saves Valuable Floor ande: 


The LBEICH 
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esk Space 


, When it comes to saving valuable floor and desk space, LEICH PABX’s really shine. 


Our systems are as compact as modern engineering can make them. 


Thanks to all-relay dial switching equipment, a LEICH 40A PABX can be installed in 
a room as small as six feet square. The attendant’s turret is the subscriber’s pride and joy. 
Only 11%” x 9%”, it occupies no more space than a standard typewriter. A beautiful, 


efficient machine to serve your business customers. 


» - saver f0 Get all the facts of LEICH’s complete line of space-engineered 
PABX systems. Write for LEICH’s complete PABX Sales Kit today! 














SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 
DAST: 11401 W. PICO. BLVD., LOS ANGELES 64, CAL. EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
T: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 


an sfacturers of telephones, switchboards and related apparatus since 1907 




























PLANT NOTES ON NEW DEVELOPMENTS 


by JOHN S. REED 




















Ladder Leveler Provides Sure Footing 


Sure footing for ladders placed on uneven surfaces is assured 
through use of a foolproof and automatic ladder leveler that 
eliminates blocking and tying-off. 


Ladder Leveler for Setting Up 
Ladder on Uneven Surface 
ee and combinationmen 

often have had to set up their ex- 
tension or single ladders on uneven 
surfaces such as stairways, inclines or 
slopes, roofs and the like. In such 
situations, they have to use a board 
or other temporary shim to place the 
ladder level. Such makeshift meth- 
ods are unsatisfactory and hazardous 
to workmen. 

Sure footing for ladders on uneven 
surfaces is assured through use of 
a foolproof and automatic ladder 
leveler. 

This device levels and locks itself 
when the ladder is set in place, elimi- 
nating blocking and tying-off. Each 
leg automatically seeks its own level 
and is locked in position by the weight 
of the ladder. 


Rust-proof extruded aluminum legs 





The Putsy Foot automatic ladder lev- 
eler enables workmen to climb a lad- 
der for trimming trees safely. (Bar- 
berton Aluminum Specialties Co.) 








JOHN S. REED, TE&M’s techni- 

cal editor, is plant methods su- 

pervisor, Lincoln (Neb.) Tele- 

phone & Telegraph Co. 

feature gear racks inside. The legs 
are connected by a telescoping rung, 
enclosing a drive shaft and gears 
which interlock the racks. The gears 
raise and lower each leg to the proper 
level and self-lock. 

The light-weight automatic leveler 
is attached to ladders of any length, 
up to 26 inches in width, and virtually 
any type, including spread or flared 
base ladders. Each leg has up to 27 
inches of self-adjustment. The leveler 
is adaptable to all types of safety feet. 


Sewer Jointing Compound 
For Conduit Joints 
ONCRETE conduit for 


ground telephone cable requires 


under- 


a special sewer joint compound for 
sealing joined ends. 






For rapid sealing with pressure gun 
or trowel, there is available a GS-702 
cold applied mineral-filled plastic 
ready-mixed troweling type asphalt 
sewer sealing compound. This com- 
pound is applied to concrete tongue 
and groove type pipe in the following 
manner: 

1. Apply one brush coat of GS-702 
primer to the surfaces to be jointed 
on the pipe ends at least 24 hours 
prior to laying the concrete pipe. 

2. Set the pipe in the trench and 
trowel a 14” thick layer of compound 
on the groove end covering about 
2/3 of the joint surface around the 
entire pipe circumference. (A pres- 
sure gun may be employed.) 

3. Shove home the tongue end of 
the pipe and smooth off excess com- 
pound which may have squeezed out 
of the joint. 

The joint compound is ready to use 
direct from the container, requiring 
no mixing, thinning, or heating. It 
is said to be fast and sure in appli- 
cation, resulting in low cost per joint. 
The trench may be backfilled imme- 
diately, permitting gradual harden- 
ing to a tough and flexible seal that 
resists acids and alkalis and root 
penetration. Pipe line movements or 
settling is stated not to cause crack- 
ing of the compound. 


Copper Plating Protects Steel 
Wire & Improves Transmission 
TEEL WIRE with a copper jacket 
applied by a continuous electro- 
plating process is a recent develop- 
ment of interest to telephone com- 
panies. This is Copperply wire which 
is available in 30 percent or 40 per- 
cent conductivity grades to meet 
communications requirements. This 
wire conforms to ASTM specifica- 
tions. 

The copper coating of the new wire 
is said to be so secure and so uni- 
form that it can be severely twisted, 
bent, flattened or even roll-threaded 
without rupturing the coating or 
otherwise exposing the steel core. 
This assures extended service life 
and maximum rust protection regard- 
less of service requirements. 

The electroplating process permits 
the Copperply wire to be furnished 
in continuous, non-welded lengths up 
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to 600 pounds in weight. The wire 
is produced in a full range of stand- 


310” 


ameter with a wide choice of pre- 


ard sizes from .040” to di- 


controlled weights 


available. Flexibility is likewise of- 


cisely coating 
fered in core steel analysis, ranging 
from annealed low carbon to hard 
drawn high carbon grades. 

The Copperply wire is made to the 
following specifications with precise 
concentricity. 

Maximum copper thickness varia- 


tion . .. less than 1% of di- 
ameter. 
Minimum copper thickness (30% 


conductivity) . 11.5% of 
radius. 

Minimum copper thickness (40% 

conductivity ) 18.5% of 
radius. 

The process, owned and perfected 
by National-Standard Co., of Niles, 
Michigan, electrolytically plates cop- 
per around a steel wire core. The 
wire moves as a helix through suc- 
cessive tanks picking up sufficient 
copper to make wire having up to 40 
percent equivalent conductivity. Con- 
centricity of the copper thickness 
around the steel is held to approxi- 
mately 1% of nominal wire diameter. 

After plating, the copper jacketed 
wire is cold drawn to desired size 
by conventional wiremaking methods 
with the copper-steel bond unaffected 





Illustrating uniformity of copper coat- 
ing in Copperply wire obtained by 


electroplating process. (National 


Standard Co.) 


by the drawing. The finished wire 
can be formed and bent without af- 
fecting the bond. 


New Type of Strand Clamp Cuts 
Installation Time 30 Per Cent 
EVERAL types of strand clamps 
and grips are in use for guy and 
messenger strand to poles and to 
anchors. The self-locking type clamp 
shown is a recent development. 
This clamp is made up of four 
parts, a housing equipped with two 
adjustable hard steel rollers, which 
lock the strand by friction, two clips 
that slide over the main body of the 
housing, and a safety bar that slides 
in between the clips to lock them per- 





This electroplating process deposits copper on a continuous helix of steel wire. 
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... Space-Age 
a P-Yeod ¢-1 mele 

iV Cole l-Jua Mm mgalelar— 
Cords 

from COMCO 


Today’s and tomorrow's demands on your 
system calls for ever tougher, more 
durable and trouble free equipment. 
In cords, that’s P.V.C. from COMCO, 


Superior to Neoprene in toughness 
and crack resistance, this P.V.C. 
(Poly-Vinyl-Chloride) jacketing has other 
advantages, too. Jacket’s smoother inner 
surface permits conductors to flex 
freely... eliminates binding and fracturing 
—thus assuring longer noise-free life. 


P.V.C. jackets are standard on all COMCO 
straight cords and Spiraflex Rectractile 
Cords .. . choice of black or ten colors. 
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Write for 
Catalog, Sqmples 
and Prices 





COMMERCI 
COMPANY, INC. 
SPRINGS, N. Y. © HOward 2-2311 
buted by: LEICH SALES CORP. 
427 W. Randolph St., Chicago 6, Illinois 
AUTOMATIC ELECTRIC SALES CORP. 
Northlake, Ill. 
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AE-Lenkurt. 





HAS EVERYTHING YOU “NEED 


FOR PROFITABLE CIRCUIT EXPANSIO|“ 








%\ 


















‘\ 

™, \ 
AE-Lenkurt telephone engineers stand grow, the “building-block” way, with the. ‘ 
ready to relieve you of all your expansion full assurance that what you install today 
problems. By dealing with an experienced won't be outdated tomorrow. 
team, you're assured of having things done In addition, AE will serve as your head- 
the right way from start to finish. quarters for all telephone supplies—from 
What’s more, you can count on impartial cable and exchange equipment to fully 
recommendations— because we handle a integrated communication “packages.” 
complete line of communications equip- For full details on progressive planning of 
ment, and have no reason to “push” any your expansion program, call your Auto- A 


one system. 


Lenkurt equipment lets you add as you 


Automatic Electric Sales Corporation 

Northlake, Illinois 

Attention: Mr. T. B. Collins, Director Carrier and Radio Sales 
Please send literature on: 

[] Lenkurt Microwave 
[) Lenkurt Datatel 


(1) Lenkurt Carrier 
[] Lenkurt Mobiltel 


Name 

Title 

Company Ses 
Address__ 


City So eee eee 


In Canada; Automatic Electric Sales (Canada) Ltd., 
185 Bartley Dr., Toronto 16, Ont. 


matic Electric representative, or mail 
coupon today. 






datate| 







ALL YOUR 







COMMUNICATIONS NEEDS 


FROM 









ONE DEPENDABLE 


SOURCE 
































° Lenkurt 
; 45-Class Carrier, 
for instance... 


' provides direct interconnection 
. ‘ at carrier frequencies 
4} ; al : Lenkurt 45-Class Carrier offers the most logical 
.. \ ° approach to profitable circuit expansion. Used 
\ ‘ with any combination of open wire, cable and 


microwave, Type 45 equipment provides direct 
interconhection at carrier frequencies—permits 
. the complete coordination of your entire carrier 
. network. 

Five interconnectible 45-type systems are avail- 
able to meet any transmission situation: 45A 


_. on wl” &» Le Sf 


° (12 channel, open wire); 45BN (24 channel, 
. cable); 45BX (24 to 264 channel, radio); 45C 
’ (16 channel, open-wire pair); 45CX (4 channel, 


narrow-band radio). 


° All 45-Class units feature miniaturization and 
. the extensive use of plug-in components for 
easy maintenance. Circuit advancements such as 
automatic channel level regulation and crystal- 
controlled carrier frequency supply assure top 


OPEN WIRE \ toll-quality performance. 
“LINES... 
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: AUTOMATIC ELECTRIC 
"GENERAL TELEPHONE @ ELECTRONICS 
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Crapo HIL-135 


WRITE for Engineering 
Manual TM-59 containing 
Sag and Tension Data, 
Staking Tables and 
Guying Tables. LEIP OC 


HTL -135 


INDIANA STEEL & WIRE CO., INC 
MUNCIE, INDIANA U.S.A 


STEEL & WIRE CO., INC. 


Muncie, Indiana 


manently. The clamp weighs 1.2 
pounds and will take strand 5/16-inch 
to 3/8-inch in diameter, correspond- 
ing to 6,000 and 10,000 pound sizes 
of strand. Another size of clamp is 
being developed for accommodating 
7/16-inch 16,000 pound strand. 

The self-locking clamp is stated to 
have the advantage of effecting a 30 


The French self-locking strand clamp 
is said to effect a 30% reduction in 
labor and installation time. Shown as- 
sembled on the strand is the housing 
with adjustable rollers. The two clips 
shown are placed over each end of the 
housing to complete the assembly, and 
the small safety bar is inserted be- 
tween the clips to hold them in place. 


(Clamps, Inc.) 


to 50 percent reduction in labor and 
installation time compared to other 
types of clamps, ability to hold with- 
out slipping beyond the breaking 
strength of the strand, and a capacity 
for holding more than one strand size. 


Cook Electric Co. has announced 
the appointment of LEONARD 
L. RUGGLES as chief engineer 
of the Wirecom Division, which 
manufactures telephone distribu- 
tion and protection equipment. 
Ruggles was formerly chief tele- 
phone engineer of the Automatic 
Electric Co. and vice-president of 
its sales corporation. He is a 
graduate of Purdue University 
and a veteran telephone man. 
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Boissy Named Kellogg 
Advertising Manager 
GILBERT E.  Boissy 


advertising-sales 







has been 


named promotion 
manager of Kellogg Switchboard & 
Supply Co. 

For the past 18 months, Boissy has 
been account supervisor at P. R. Mal- 
lory and Co., Inc., Indianapolis, Ind. 





GILBERT E. 





BOISSY 


Previously, he was director of mar- 
keting Aetna Steel 
Corp. and marketing manager for 
Royal Metal Manufacturing Co., both 
of New York City. 


A native Chicagoan, Boissy attend- 


with Products 


ed St. Louis University, received a 
Certificate of Engineering from New 
York University, and was graduated 
from Washington University with a 


Bachelor of Arts degree. 


Kellogg Names Booty 
Assistant Advtg. Mer. 

ROGER H. BOOTY has been ap- 
pointed assistant manager of advertis- 
ing-sales Kellogg 


Switchboard & Supply Co., Chicago, 


promotion at 


communications division of Interna- 
tional Telephone & Telegraph Co. 
Booty will be responsible for technical 
assistance in commercial and indus- 
trial areas. 

A native Chicagoan, Booty was 
graduated from Chicago Technical 
College with a Bachelor of Science 
degree in electrical engineering. He 
has been with Kellogg for three years, 
serving in engineering capacities in 
research and development, central of- 


fice equipment, Government tele- 
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FOR QUICKER FASTENING 


UNIQUE POWER CONCENTRATION PRINCIPLE 
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... another product by 


INTO CONCRETE 





To cut installation time and increase worker 
effectiveness, a special Shure-Set fastening 
tool is available for the telephone industry. 
This hammer-in tool sets austempered fas- 
teners into concrete without pre-drilling or 
plugging... it also converts in seconds to an 
efficient drill holder for twist and turn’ work. 


Shure-Set tools, threaded studs, drive 
pins and wire loop fasteners have been 
thoroughly tested and proved in the labora- 
tory and on-the-job! Now Shure-Set has 
been adopted by many companies as the 
new standard for light fastening. Write for 
facts today on how Shure-Set can save you 
time and money! 


Ramset Fastening System 


OLIN MATHIESON O WINCHESTER-WESTERN DIVISION 


Chemical Corporation KA 


303-B Winchester Ave. - New Haven 4, Conn. 
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FINANCIAL DATA ON TELEPHONE STOCKS 





January 


American Tel. & Tel. 
Anglo-Canadian Tel. (Brit. 
Col. & Dom. Rep.) 
Bell Tel. of Canada 
British Columbia Tel. 
Calif. Interstate Tel. (Calif-Nevada) 
Calif. Pac. Util. (new) (Calif. 
Ore. Nevada) 
Calif. Water & Tel. 
Carolina Tel. & Tel. (Carolina) 
Central Elec. & Gas (Minn. 
Hl. Ja. Wis. Va.) 


Central Telephone (Minn. la. N.C. Va.) 


Chenango & Unadilla Tel. (N. Y.) 
Cincinnati & Suburban Tel. (Ohio) 
Citizens Utilities (Calif. Pa.) “A” 


Citizens Utilities (Calif. Pa.) “B” 


Commonwealth Tel. Co. (Pennsylvania ) 


Florida Telephone Co. 
Gen. Tel. & Electronics Corp. 
Hawaiian Telephone Co. (Hawaii) 
Indiana Telephone Co. (Indiana) 
Inter-County Tel. & Tel. (Florida) 
Inter-Mountain Tel. (Va. & Tenn.) 
Jamestown Tel. (New York) 
Lincoln Tel. & Tel. (Nebraska) 
Lorain Tel. Co. (Ohio) 
Middle States Tel. (Illinois) 
Mountain States Tel. & Tel. (Ariz. 

Colo. Mont. Tex.) 
New England Tel. & Tel. (N.E. states ) 
North Carolina Tel. (Nor. Car.) 
Northern Ohio Tel. (Ohio) 
Pacific Tel. & Tel. (Calif. 

Wash. Ore. Nev. Ida.) 
Peoples Te lephone (Penn.) 
Pioneer Tel. Co. (Minn. N. Dak.) 
Rochester Telephone (New York) 
Southeastern Tel. (Florida) 
Southern New England Tel. 
‘Southern Nevada Tel. (Nevada) 
Southwestern States Tel. (La. 

Ark. Okla. Tex.) 
Telephone Serv. Co. of Ohio (Ohio) 
Telephone Serv. Co. of Ohio (Ohio) 
Tidewater Telephone Co. (Virginia) 
United Utilities 
West Coast Tel. (Wash. Ore. Calif.) 
Western Utilities 
Western Light & Tel. (Mo. Ia. Kans.) 


(Source of Market — DEAN WITTER & CO. 
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phones and industrial relays. Previ- 
ously he had been employed as an 
electrical engineer by Automatic Elec- 
tric Co., Chicago. He served with the 
U.S. Army in Japan and Korea from 
July, 1952 to April, 1954. 


Highway Trailer Names 
Wedeman as Utility Head 

D. V. (JOE) WEDEMAN has been 
appointed general sales manager of 
the Utility Division of Highway 
Trailer Company. He was formerly 
general sales manager of Maytag East 
Coast Co., Jacksonville, Florida. 


ITT Announces 
Personnel Changes 

FURTHER moves to strengthen its 
world-wide management organization 
were disclosed last month by Inter- 
national Telephone & Telegraph Corp. 
in the advancement and appointment 
of several key executives. 

In announcing the — personnel 
changes, H. S. Geneen, president, ex- 
plained “This is another step towards 
our objective of drawing together the 
entire ITT system into a truly inte- 
erated communications and electron- 
ics enterprise.” 

Henri Busignies, former president 
of ITT Laboratories, has been named 
vice president and general technical 
director of the parent company for 
closer coordination of ITT’s global 
research and development activities. 

Replacing Busignies and also tak- 
ing over as president of ITT Federal 
division, a manufacturing arm of 
ITT, is I. Nevin Palley, formerly sen- 
ior vice president of Temco Aircraft 
Corp., Dallas. Palley has had exten- 
sive technical and managerial experi- 
ence in the aircraft industry and, at 
Temco, reorganized that corporation’s 
engineering and electronics depart- 
ments into a single “weapon systems 
concept” organization. 

A. G. Kandoian, vice president- 
communication systems at ITTL, has 
been made vice president and general 
manager of the Laboratories. 

Two former members of Busignies’ 
staff at the Laboratories, Robert S. 
Carruthers and Paul Adams, have 
been made assistant technical direc- 
tors at ITT headquarters. 

P. C. Sandretto, formerly vice pres- 
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ident and technical director of the 
Laboratories, has been moved to the 
position of deputy group executive - 
U. S. defense group. Also named to 
the defense group is E. J. Whalen as 
director of contract administration. 
C. M. Mooney will continue as head 
of the government relations depart- 
ment, with offices in Washington. 


Suttle Announces New 
Printing Division Manager 

C. L. LINEBERGER, executive 
vice-president of Suttle Equipment 
Corp., recently announced that the 
Suttle Printing Division now has a 
new manager, Reuel Buchanan. 

Buchanan has had extensive print- 


ing experience in both letterpress, 


REUEL BUCHANAN 


offset, and directory printing with a 





total of 22 years in the graphic arts 
industry. 

He originated the “talking book” 
idea for church publications and has 
received recognition from Lions In- 
ternational in which he has been zone 
chairman. 

Battery Chargers 
DATA SHEETS and bulletin from 


Exide Industrial Div. describe Exide’s 





constant-voltage, silicon __ rectifier 
(UR) chargers for stationary-type 
batteries. Data includes curves and 
statistics on charger performance at 
various electrical loads plus diagrams 
and instructions for installing asso- 
ciated alarms and ground detection 
systems. For your free copies write 
Exide Industrial Div., Rising Sun & 
Adams Ave., Dept. TE&M, Philadel- 


phia 20, Pa. 
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Wire for all type spinners 
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STAINLESS STEEL 
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For Every Need . . . Every Budget! 


MAKE YOUR 
OWN CHOICE! 


There are complete lines of Carpenter 
Emergency Lights for all basic needs .. . 
the widest choice of powerful, dependable, 
durable lights available. 


WARNING LIGHTS: Vehicle and stationary 
types . . . colored, flashing, oscillating, 
revolving! 

HANDLIGHTS: Powerful ‘‘Portalites’” with 
the famous extra-wide coverage! Recharge- 
able or dry battery types. 

VEHICLE LIGHTS: Searchlights, floods, col- 
ored signal and warning lights for all service 
and emergency vehicles. 

PANIC LIGHTS: Watchmaster ‘“‘Automatalites’’ 
automatically guard against light failures. 
All types including explosion-proof, dust- 
tight, and remote control. 


Za 
—— 
—— 


Your Guide 
to over 100 
Emergency Lights 
,.. the Carpenter 
Catalog. Write for 
copy. 


CARPENTER MFG. COMPANY 


616 Bradley Street, Somerville 45, Mass. Telephone MOnument 6-4300 


WE PRODUCE 





LASHING 
WIRE 


The finest lashing wire possible 
because we believe . . . that lash- 
ing wire is one of the important 
parts of the cable plant, its duty 
being to hold the cable to the 
messenger for the life of the plant. 


* 
WE COIL 


The best coil possible because we 
know . .. that tangled or out of 
shape coils can cause spinning 
trouble, waste and delay. 


Write for Complete Information 
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‘TELEPHONE MARKET PLACE 





Largest Circulation Serving The Telephone Industry 








~~ HELP WANTED 











AMBITIOUS MEN — Qualified as station 
installers, equipment installers, cable splic- 
ers, linemen. Work in midwest. Harris- 
McBurney Co., Inc., P. O. Box 267, Jack- 
son, Michigan. 

CABLE SPLICERS. Station Installers, 
Equipment Installers, Linemen. Experi- 
enced men needed. Steady work, good pay. 
Henkels & McCoy, 1800 Johnson Street, 
Elkhart, Indiana, or 6100 N. 20th St., 
Philadelphia, Pa. 


HELP WANTED — Accountant and com- 
mercial supervisor by Class “A” telephone 
company, 6000 stations, two exchanges. 
Write giving details of education and ex- 
perience. Write Box 97, c/o TE&M, 7720 
N. Sheridan Rd., Chicago 26, Il. 





WIRE CHIEF, Equipment Engineering or 
Maintenance Position. Young man with 9 
years telephone experience desires perman 
ent responsible technical position with an 
Independent telephone company in Penn 
sylvania. Thoroughly trained in step by 
step dial switching and toll ticketing sys 
tems. Telephone engineering and _ super- 
visory experience. Write Box 98, c/o 
TE&M, 7720 Sheridan Rd., Chicago 26, III. 





TELEPHONE ENGINEER — Must be an 
electrical engineering graduate with ex 
perience in plant, traffic and commercial 
departments. This is an unusual oppor- 
tunity for an engineer with managerial 
and administrative ability to use and de 
velop all of his possibilities. Location — 
Southern Connecticut — at the headquar 
ters of a nation-wide utility company 
Reply sending a complete resume to Bon 
90, c/o TE&M, 7720 Sheridan, Chicago, II 


POSITION WANTED _ 


YOUNG MAN with college degree, com- 
mercial experience with Bell system and 
Independent telephone industry, desires 
position with an Independent telephone 
company. Write Box 99, c/o TE&M. 








FOR SALE 


MAGNETO TELEPHONES — Leich 901 
wall or desk magneto telephones. Cleaned, 
tested and guaranteed, $16.50 each. As re- 
moved from service $15.00 each. Turtle 
Lake Tel. Co., Turtle Lake, Wisc. 





el 








STROMBERG-CARLSON 2-position non- 
mult. switchboard, 600 lines C.B., 50 
mag., 7 years old, good condition with 
subcycle ringing machine and interrupter. 
C. D. storage battery, 4 units, 3 cells each, 
24v, 2 years old with Raytheon recti 
charger, almost new. Stromberg Carlson 
mag. hand sets. Make us an offer. Fred 
IL. Mayer, Mt. Pulaski Telephone Com 
pany, Box 154, Mt. Pulaski, Illinois. 


HIGHWAY CABLE TRAILER — Heavy 
duty, good condition $750.00. Neale 
Model D Spinner with chest and extra 
spool — $100.00. Inquire at Morton Con- 
tracting Company, Box 11, Cherokee, Iowa. 


FOR SALE 








BUSINESS OPPORTUNITIES. The 
Board of Directors of the West Lawn 
Telephone Company, Leeton, Missouri, 
have been instructed by the stockholders, 
to advertise the company for sale. For 
further information write P. O. Box 68 
or visit the business office. ‘The Board 
reserves the right to reject any or all bids. 








RECONDITIONED LIKE NEW SETS 

A. E. MONOPHONES, #40 SERIES, — 
St. Line. Hi-Imp, Ringers. Less Dials. 
@ $10.00 EA. — WITH DIAL. 
$12.00 ea. 

STROMBERG #1243 — DESK SET. 
ST. LINE. W/DIAL. $12.00 ea. 
NORTH ELECTRIC #5H6 — Desk Set. 

St. Line. Less Dial. $10.00 ea. 
STROMBERG #1443 — Desk Sets. 
W/Dials. St. Line. $15.00 ea. 
LEICH MAGNETO DESK SET, #901- 
1600 Ohm. $21.45 ea. 
STROMBERG, #1248 — Desk Set Mag- 
neto. 1600 Ohm, $19.50 ea. 
TELKOR-TELERING, Model H Ring- 
ing Machine. Reed Type. $5.00 ea. 
SUBCYCLE. MODEL. B. $30.00 Small 
Model H. 75 — @$20.00 ea. 
INDEPENDENT TELEPHONE 
REPAIR CO. 
2137 West 2Ist St. Chicago 8, Ill. 
LAfayette 3-5439 











~ BELTS-CLIMBERS 








BELTS — CLIMBERS — Complete Line- 
men’s equipment, W. M. Bashlin Co., 
Bashlin Bldg., Grove City 1, Pa. 











BOOTHS 
BOOTHS — Telephone — Outdoor — In- 
door — Steel — Stainless Steel — Sherron 


Metallic Corp., 1201 Flushing Ave., Brook 
hyn Si NEY: 


CONSTRUCTION EQUIPMENT 


BORING MACHINES, EARTH — High. 
way Trailer Co., Edgerton, Wisc. 


CORDS 


CORDS, Switchboard (with or without 
plugs), Instrument (straight and retractile) 
cords in eleven colors. — Commercial Cord 
Co.. Inc., 26 Main St., Clifton Springs, 
N.Y, 
CORDS, Switchboard & Telephone — 
Runzel Cord & Wire Co., 4727-31 Mont- 
rose Ave., Chicago 41, Tl, 7 



































~ DIRECTORY SERVICES 


ADVERTISING, DIRECTORIES—Gener- 
al Telephone Directory Co., 1800 Oakton 
Street, Des Plaines, Ill. 








WANTED TO BUY 


TELEPHONES — Any condition. Desk 
stands, wall sets, etc. Advise quantity 
available. Write Box 78, c/o TE&M. 
WANTED — All makes, old telephones. 
Our truck will pick up and pay you 
cash on the spot. Telephone Co., Turtle 
Lake, Wisconsin. 


DECALS 

















DECALS 


Made for trucks ond equipment 


Small or large quantities 
Write for free catalog. 


MATHEWS COMPANY 


Oak Park, Ill. 


827 S. Harvey 











POLES 


POLES * CROSSARMS 


RAIL or TRUCK DELIVERY 


Pressure-treated to your specifications. 16 sales 
offices, 34 plants serving you. See Yellow Pages, 
write or call Pittsburgh EXpress 1-3300, 


KOPPERS COMPANY, INC. 
Wood Preserving Division 
777 Koppers Bldg., Pittsburgh 19, Pa. 











POLES, Creosote & Creosote Penta-Treat 
ed, Southern Yellow Pine — Piedmont 
Wood Preserving Co., P. O. Box 700, 
Augusta, Georgia. 





POLES, Southern Yellow Pine — Texas 
Creosoting Co., Orange, Texas. 





POLES, Southern Yellow Pine — Taylor 
Colquitt Company, 217 E. Main St.. Spar- 
tanburgh, S. C. 

~ PROFESSIONAL SERVICES — 





Installation Specialists 
COMMUNI-CATERING 


All Makes 


P. O. Box 6712 
CHICAGO 7, ILLINOIS 


CENTRAL OFFICES 
Installed-Modified-Removed 


HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 


cA complete construction service for the 
telephone industry 


Construction Crews Designing 
Station Installers Appraisals & Reports 
Cable Splicers C. O. Installation 
Underground Duct Systems 
Telephone ST 4-6126 
P. O. Box 267 Jackson, Michigan 
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_PROFESSIONAL ‘SERVICES - 











| PROFESSIONAL SERVICES — 





INSPECTION SERVICE 
“AT TIMBER TREATING PLANTS” 
Of poles, crossarms, and preservative 
treatmenis. Analysis of wood preservatives 
Consultation and specification writing 
A. W. WILLIAMS INSPECTION CO.,INC. 


MOBILE, ALABAMA 
New York St. Louis Portland 


Inspectors stationed throughout the U.S.A 


PROFESSIONAL ENGINEERING 
AND CONSTRUCTION SERVICES 


Plant Construction Crews @ Installer Repairmen 
Cable Splicers 


CENTRAL OFFICE INSTALLATION 
HENKELS & McCoy 


PHILADELPHIA 

Elkhart, Ind. COngress 4-112! 
Ocala, Fla. MA-9-1284 
St. Johns, Mich. .966 


St. James, Minn. 492 
Wausau, Wis. 2-2356 


1806 Johnson St. 


Atlanta Ga. CE-7-4153 
Ashland, Ohio 3-7543 
Bloomington, III. 6-1850 
Lebanun, Ky. 660 


PERFORMANCE Has Built Our Business 








UTItT8T 
PLANT 


Davis CONSTRUCTION 
Construction (o. 


45 North Clark Stree! @ Sullivan, Missouri 


PROTECTIVE EQUIP. 


PROTECTIVE EQUIPMENT — Reliable 
Electric Company, 11333 Addison St., 
Franklin Park, Il. 











~ TELEPHONE E¢ YUIPMENT 








KIT OF TOOLS 
FOR ADJUSTING 
All Types OF RELAYS 







| 18 HIGH QUALITY 
NEUSES TOOLS In Vinyl Case 
Everything you need — Thickness Gauges; 
Spring Tension Gauge; Contact Burnisher; 
‘Relay designed’’ Wrenches. 
Order direct or write. 

| P. K. NEUSES, INC. 

| 


511-21 N. Dwyer St., Arlington Heights, fll. 











2000 to 5000 Capacity 
Trailers. Priced $279.50 
to $595.00. Will = take 
reel 6 ft. O.D. 44 Inch- 
es wide. Have reel to 
take coils that fit man- 
drel on trailer, as many 
as 6 reels to pay out or 
take up for power rewind. 
Write for illustrated lit- 
erature NOW, TODAY. 


WHITAKER REEL MFG. CO. 


Since 1938 





Monroe, La. 





YOUR FEBRUARY 


















010 ALLAN SARNIA 10444 AMUN 
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FOR ALL OF YOUR CENTRAL OFFICE AND 
PBX 
AND ENLARGEMENTS, IT’S THE 








~ PROFESSIONAL SERVICES 








ALLEN K. HAMILTON 


INC. 


ASSOCIATES, 


CONSULTANTS - SYSTEMS ENGINEERS 
GENERAL ENGINEERS 


WOODSTOCK, ILLINOIS 


McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CEntral 2-2358 








INSTALLATIONS, MODIFICATIONS, 


e . 
Telephone Electronics Installation Corp. 
2222 E. Thirtieth St., Erie, Pa. 
MAY WE BE OF SERVICE TO YOU? 






CARL C. CRANE, INC. 


Consulting Engineers 


121 S. Pinckney, Madison 1, Wis. 
Telephone CEDAR 3-4310 
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TU 


RECONDITIONED 


TELEPHONE FEorrat 8-2400 


\c8) 
Ae ESEARCHY 
\ f aM 


MURPHY)" vente 


ENGINEERING ' LABORATORIES, Inc. 


4419 TULSA Sp | 
HOUSTON 24, TEXAS “0 


{ VU \ Write For 
— < FREE 


Literature 


Don’t forget the 
BOX NUMBER 


When answering the classified 
advertisements in this maga- 


zine don’t forget to put the box 


number on your envelope. It’s 
our only means of identifying 
the advertisement you are an- 
swering. 


AALS AL SAGARA TOTES C6 | 11 TEMMAI INNA 1111 








SWITCHBOARD LINE ADDITIONS 
-——— KELLOGG ————————_—__—__ 
JACKS LAMPS RELAYS 

258 

261 25 2029-SAH and 2048-SR } 
267 34 2029-SAH and 2048-SFG 
269 4) 2093-CEA and 2058-CDG | 
273 26-D : 
369 261-A | 
—_———————. STROMBERG-CARLSON-———————— | 
JACKS LAMPS RELAYS : 
130 on 80 121 on 80 194-A and 193-BB i 
130 on 81 121 on 81 on 105-K Mtg. i 
135 on 80 121 on 61 

109 on 63 
rnin WESTERN ELECTRIC -—_—_———_———_ | 
JACKS LAMPS RELAYS ' 
141 on 112 12 on 137 ; 
295 on 112 12 on 102 
275 on 217A 12 on 136 i 
265 on 136 i 
DEPT. T, 1250 KINNEAR RD. COLUMBUS 21, OHIO 
_ HUDSON 8- 0655 _ 
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1218 VENICE BOULEVARD 


SUBSCRIPTION ORDER 
MAIL TO: — 


TELEPHONE ENGINEER & 
MANAGEMENT, 


7720 N. Sheridan Road, 
Chicago 26, Illinois 


Please Enter My Subscription 
Starting With The Next Issue 


3 Years for $8.00* 
( ) 1 prefer 2 yrs. for $6.50* 


( ) 1 prefer 1 yr. for $4.00* 
















( ) Remittance Enclose 
( ) Please Send Me a Bill 


NAME: 

TITLE: 

COMPANY: 

STREET ADDRESS: 

CITY: 

ZONE: STATE 


*Prices apply to U. S. subscribers. 
2-1-60 





A RIVER TO CROSS? 


Submarine Cable — 25 pr #19 ga., double paper, 
lead covered, double wire armor, jute protected. 
800 ft per reel: price per reel $800. (18 reel only) 


Direct Burial, 26 pr #19 ga. PILC, double steel tape 
armor, jute. (1400 ft only) $400. M ft. 


Plastic Burial Cable 6 pr #16 ga. (stranded) with 
1 #12 ga. quad. shielded PVC ins. & jacket wire 
armor. (sample on request) 


Lead. 51 pr #19 ga. plus 4 Video pr. #16 ga. cop- 
per shielded) poly eth. ins. (1300 ft only) $750. per 
M ft. 


Special Purpose cable available for immediate de- 
livery at special low prices. Interior & exterior types. 
Lead, plastic and braid Switchboard cable available 
at special prices. 


Twisted Drop Wire #104, Copperweld 40% Neo- 
prene covered, $50. per M ft. 


Twisted Pair Drop #20, Copperweld 40% Neo- 
prene, $15.00 M ft. 


ENGINEERS 





Openings and Potential at— 


; 





New Facts about the 






\DVANCED | 
| (COMMUNICATIONS | 
IE NGINEERING | 








TELEPHONE ENGINEERS: Immediate openings as field en- 
gineering supervisor for telephone outside plant and inside 
plant engineers. 10 years of broad industry background. 
With some direct field experience desirable. 


To arrange for a Confidential 
interview, please send resume to: 


MR. H. J. RECKAS, Personnel Manager 


ADVANCED COMMUNICATIONS 


ENGINEERING 


A Division of Cook Electric 


6038 Twenty-Eighth Avenue, S.E., WASHINGTON 23, D. C. 


QUADDED CABLE lead 


7 quad #19 ga. PILC (100,000 ft) 3-4 M ft. per reel, 
$200. per M ft. 


37 quad #19 ga. PILC 1050 ft, $650. per M ft. 
7 quad #19 ga. Plastic Superior, 5300 ft, $250. per 
M ft. 


11 pr #19 ga. PILC 4500 ft reels, 24,000 ft total, 
$200. per M ft. 


26 pr #19 ga. Neoprene 1400 ft (not coded), $250. 
per M ft. 


101 pr #22 ga. Plastic 1300 ft, $750. per M ft. 
303 pr #22 ga. Ankoseal 775 P, 2000 ft, $2. per 
foot. 


Flexible Neoprene cables for elevator and other mo- 
bile use from 5 pair to 40 pair (also unpaired multi- 
conductor). 


Drop Wire, Neoprene (reinforced) #18 ga. Copper- 
weld. Slightly used A-1 condition, in coils of approx. 
500 ft lengths, $10. per M ft. 


Satisfaction Guaranteed — we ship on 
approval — freight allowed on carloads 


The Telectric Co. 


Telephone: Richmond 8-2249 
(DDD 213) 
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Warren Manufacturing Co. ..Inside Back Cover 


300 Montgomery Street, San Francisco 4, Calif. 


Whitaker Reel Mfg. Co 53 : 2911 Bond Street, Everett, Washington 

z = + ha First Street, Beaverton, Oregon 

E 63! Bariff Bidg., Exchange Pk. N., Dallas, Tex. 
Whitney Blake Co 8, 162 116 South Rusk Street, Kilgore, Texas be 
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WHO GOES THERE ? 


APPLIANCES 


ol 





When a directory advertising salesman calls on YOUR customer 
Be confident of the integrity of the man. 


LET SUTTLE MAKE YOUR DIRECTORY 


Suttle salesmen are carefully chosen, thoroughly trained, and 
constantly aware of the trust you place in them. 


THEY BUILD GOOD WILL AND PRODUCE MORE REVENUE 
For Further Information Call or Write 


SUTTLE DIRECTORY COMPANY 


401 N. 15th St. 
LAWRENCEVILLE, 


(Cooperative Plan) Telephone 782 
ILLINOIS 


Modern Styling Highest Quality 
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THE BACK OF THE BOOK 





By JOHN G. 


Cows Swallow Transistors 
CCORDING to Western Electric’s Observer Bell 


Lab transistors have gotten into a lot of places — 
including outer space — since their introduction 11 
years ago, and now they’ve gotten into cows’ stomachs. 
Why? Animal physiologists at the University of Nebras- 
ka wanted to find out what goes on in a cow’s digestive 
system. One of the methods they chose in their research 
program was to give cattle small FM transmitters to 
swallow. The transmitters, which contain Bell Lab tran- 
sistors, are about an inch in diameter by six inches 
long. They’re operated by ordinary flashlight batteries. 
Pasture fence is used as the receiving antenna. When 
any pressure changes occur, the transmitters in the 
cows’ stomachs signal the fence, which is wired to a 
recording device. Could be that one day these trans- 
mitting cows will be making stanchion-to-stanchion calls. 


Step-Saving Phones 
oo to the Chicago Tribune two young 
electronic wizards have built a home telephone sys- 
tem which works lights and doors with magic. Daryl 
Strong, 22, and Robert Cleary, 23, hooked the system up 
in the home and work shop of Strong at 555 E. 10th St., 
Lockport, Ill. The project started in 1956 and now has 
4,000 connections and nine telephones. 

The idea, said Cleary, an engineering student at the 
Illinois Institute of Technology, evolved as he and 
Strong worked at their television servicing bench in a 
lawnmower shop in the rear of Strong’s home. The 
shop is operated by Strong’s brothers, Norbert, 30, 
and Kenneth, 35. 

“Much energy was consumed in going back and forth 
to the house,” said Strong. “A lot of time could be 
saved if we had a couple of telephones.” 

At that time the Automatic Electric Company, for 
whom Cleary worked, was moving to a new plant in 
Northlake and engineers discarded all useless parts. 
Cleary snapped them up. Strong, an International Busi- 
ness Machine customer engineer, also rifled through 
the refuse and grabbed needed parts. A wire was strung 
from the house to the shop, a circuit was closed and 
Cleary and Strong had their beginning. 

Cleary and Strong started with a relatively simple 
telephone system but soon saw extra possibilities. 
Branching out, they connected their nine phones with 
certain lighting wires. By dialing “42” the light over 
the workbench is turned on, and “402” turns it off. 
Seven lights in the workshop, garage, and driveway can 


REYNOLDS 


be operated from any of the seven phones in the house 
or from the two in the workshop. 

The shop doors and one of the doors in the home can 
be locked or unlocked by dialing other numbers. 

“If you plan to go out in the car you dial ‘54’ to 
open the overhead door,” Strong said. “Power for 
drawing the door is supplied by a vaccum cleaner 


motor.” 


“Not Too Happy” 
[\ TOLLADEGA, Alabama, it seems that some youth- 


ful citizens aren’t too pleased that plans have been 
announced to renovate the telephone booths in town by 
adding more glasswork and improving the lighting. “To 
much necking going on in the booths,” was the reason 
reported in /Ilinois Bell News for the restoration. 


“Party Line” Stethoscope 
HE CHICAGO Tribune reports the development of 
a party line stethoscope that will permit as many 
as four doctors to listen to a patient’s chest sounds at 
once. Presumably the idea came from the old rural 
telephone circuit, says the Tribune, in which everyone 
in town knew your business better than you. 





“Copycat! !” 
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The thing to remember 


about a . 
Warren battery charger ; a ee 
is that you can Us Ag? 


forget it %, 


AUT 
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y 4 »® m 
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What we’re talking about is maintenance. With Warren TFR’s in your telephone 


exchange, there’s less of it. A lot less. 
Take the question of voltage adjustment, for instance. 
With a Warren TFR of proper rating (and only with a Warren TFR) you can adjust 
voltage with consummate precision simply by turning a knob, conveniently located at eye level. 
And then — you can forget it. 
When we say “‘forget it”? we mean just that. The reading won’t change, no matter what. 
Repeat — the reading won’t change until you want to readjust for another voltage setting. Period. 
Che reason: Warren’s supremely efficient, transistorized circuitry, featuring: a hermetically 
sealed Zener reference diode for precision voltage reference; germanium power transistors 
for simplicity and reliability; and silicon power rectifiers which positively refuse to age. You 
never have to adjust for aging — not next week, or next month, or next year, for all of that. 
Less maintenance, superior performance — and in a lot less space. 


Let us send you full information. 


WARREN 


LITTLETON, MASSACHUSETTS - TEL. HUnter 6-3511 
FIRST IN TRANSISTOR PRODUCTS FOR THE TELEPHONE INDUSTRY — SOLD THROUGH LEADING TELEPHONE EQUIPMENT MANUFACTURER 
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Compact, transistorized, 
field-proven Warren TFR’s 
are available in a full range 
of current ratings in 24, 48, 
and 130 volt models. 

Illustrated: 48 TFR 100 
with knobs safely located 











Nicopress made-up loop-type deadends 
with full-round wire bail 
and fail for tap 


Place the loop of this Nicopress Deadend over the insulator... 
insert line wire in sleeve, | 


compress with standard Nicopress Tool... 


and a uniformly-strong deadend is quickly made. 


Available for copper and copperweld wires 
with full-round stainless steel bails; available for 
galvanized steel wires with full-round 


galvanized steel bails. 


The National Telephone Supply Company 


5100 SUPERIOR AVENUE ¢ CLEVELAND 3, OHIO 


Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 


Nicopress is the Registered Trade Mark of The National Telephone Supply Company 


